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In 


THE SATURDAY 
EVENING POST 


~ « « « e October 22 


STYLE MAKES 








When shoes have been sold to the public by years 
of advertising, your selling job is that much simpler. 
Every Freeman advertisement, like this one, which 
appears in the Saturday Evening Post, October 22, 
is a merchandising “shoe horn” to ease the prospect 
into a buying mood. 

The new complete Master Fitter line is designed 
to build quality business that keeps coming back. 
With Master Fitters, Bootmakers, and regular Free- 





4 


Change into brisk new Freeman Master $10...and let the Freeman dealer 
Fitters for fall! Let the new styles keep (name by wire, on request) introduce 
you in step with the pacemakers...let you to a “master fitting” that you’li re- 
the Freeman policy of better-leather- member gratefully for many a day. . 

for-your-money make $6.85 look like Freeman Shoe Corporation, Beloit, Wis. 


FREEMAN Meir titess 


a 





FREEMAN 
Master Fitters 


$6.85 » *7.50 


COMFORTABLE SHOE PRICELESS 


Li 





Sboon FOR EASIER SELLING 


mans, today’s progressive shoe merchant can meet 
the needs of all classes of trade with the best shoes 
for the money. 

Write for catalog and name the date when you 
should like to see these style-leading shoes spread 
in your store. 
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WILLIAM J. CHEYNEY, says: 


“There is not one of us here 
whose future and whose present live- 
lihood does not depend on distribu- 
tion. In talking about production 
and distribution, those who distrib- 
ute talk glibly of the too high costs 
of production, and those who seem 
to produce talk unhesitatingly about 





the evils of the high cost of distribu- 
tion. The only certain factor is 
that if a thing or a service has ulti- 
mate value upon which a price can 
be placed, it must either directly or 
indirectly finally reach the point of 
its ultimate destruction or consump- 
tion somewhere and someway in 
the hands of the consumer. 

“There is no logical evidence to 
indicate that this retail system of 
private enterprise exists by divine 
right or that it should continue for- 
ever. If some other form of distri- 
bution can be developed, serving 


every single function now per- 
formed by the retail merchant, just 
as well and just as efficiently; and 
at smaller cost, then retailing will 
logically disappear. 

“But in order that any system of 
distribution, intermediate or ulti- 
mate, may be tested for its economic 
and normal privilege to exist, its 
customers must be given access to 
the complete truth concerning the 
function which each operator in the 
system performs. Only with such 
facts at his disposal can the con- 
sumer cast his vote, in the form of 
his purchases, for the perpetuation 
of the type of distribution which 
pleases him best.” 





EB. LEVY of L. Bloom Sons Co., 
San Jose, Calif., says: 

“A humorous incident occurred 
in our store recently which illus- 
trates the ‘political illusions fed to 
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people over 50.’ A _ customer 
walked into our store and asked 
to see some sport oxfords. After 
being fitted, she told the salesman 
that she was a widow woman and 
as soon as the California Pension 
Law ($30.00 every Thursday) was 
passed she would get the shoes 
and asked us to hold them until 


February.” 
* . * 


eENeY -ME 


vot 


— 


WY AYNE HOOD, shoe store own- 
er in Guthrie, Okla., hid his receipts 
in a shoe box one recent Saturday 
night to foil any chance burglar— 
and fooled himself as well. 

Mr. Hood couldn’t recall on 
Monday which box he had used 
and surveyed an array of 2,000 
boxes in perplexity. After four 
hours of carefully rifling through 
the boxes, the money came to light. 
Mr. Hood said he'll try something 
else after this. 








CONGRATULATIONS and all 
good wishes to John Slater! 

The staff of the J. & J. Slater 
shoe stores gave a birthday party 
for John Slater on the occasion of 
his seventy-ninth birthday. Buses 
were chartered to transport the New 
York employees and guests to the 
East Orange (New Jersey) store, 
where the affair was held. Jerome 
Helfant, manager of that store, was 
host and several well-known shoe 
manufacturers were among the 
guests. There was dancing and en- 
tertainment, furnished by the mem- 
bers of the staff and a gay and 
happy time for everybody. 


WILLIAM HAHN & COMPANY 
of Washington, D. C., leads the 
field in point of retail shoe store 
advertising lineage. The story as 
told in Editor & Publisher high- 
lights the following: 

“The Hahn company rose to the 
top of shoe advertisers in the coun- 
try last year, according to Media 
Records figures, by placing 319,566 
lines in Washington newspapers in 
1937. Hahn’s march to topmost 








position in national shoe retail lin- 
age has been slow but consistent; 
never featuring a splurge. Adver- 
tising Manager Harwood Martin 
came to the firm 16 years ago from 
the Washington Post where he was 
an advertising illustrator. In 1934, 
with very little knowledge of the 
mechanics of the profession he be- 
came isi manager. ‘I 
didn’t know one type size from 
another. The only instruction I 
gave the composing room on the 
first copy I placed was: “Use the 
type best suited.” ’ 

“Martin soon learned the ropes, 
however, and the copy he now 
sends to Washington’s five news- 
papers is rated high in appeal and 
in technical make-up. During a re- 
cent week, 53 Halin advertisements 
appeared in Washington newspa- 














—Do you know who Joseph Vis- 
sarionovich Djugashvili is? 

—Chances are you do not—under 
that name— 

—But you and the world know him 
under his nom de guerre— 
STALIN. 

—One of three famous—or rather 
infamous—mad men of Europe. 

—Give him credit, however, for 
observing one of the basic rules 
of good advertising. 

—He knew that the world public 
could never get a strangle-hold 
on his real name— 

—And he craved the attention of 
all the world and its subsidiaries 

—So he chose the name STALIN— 
which means Steel. 

—Proving that a simple name, even 
if oes applied, can—with 

repetition — impress 
itself indelibly upon the public 


Fuse 6-Tr 


President 





pers. The annual advertising budg- 
et is detailed in terms of promo- 
tional effort to be applied to each 
type of footwear offered—men’s, 
women’s and children’s shoes. Re- 
sults are checked against outlay in 
each six months’ period, to make 
possible readjustment of budget 
items where the wisdom of such 
change is indicated. Space pur- 
chase is peaked only for seasonal 
changes in styles and in holiday 
periods.” 

ST. CRISPIN’S DAY comes Sat- 
urday, October 22. Not much cele- 
bration in honor of the patron saint 
of shoemakers these days, in either 
factory or store, though it offers 
an opportunity to get pieces in 
papers telling about shoes and shoe- 
makers. “Twas different in days of 
yore. There’s a legend that shoe- 
makers once celebrated with feast, 
story, song and merry-making on 
St. Crispin’s Day. King Charles V 
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needed new shoes and he went shop- 
ping. “I’m sorry, Your Majesty,” 
said the chief Crispin. “No good 
shoeniaker will take a stitch nor a 
tap on St. Crispin’s Day. We'll be 
as merry as a monarch. You may 
join us, if you wish—but not a 
shoe will we make.” The king, a 
royal sport, joined in the cele- 
brating and so well pleased was 
he that he granted a coat of arms 
and other honors to the knights of 
St. Crispin. 
EZEDWARD E. MAGNAN, a clerk 
for thirty years at the Bates Shoe 
Store in Somersworth, N. H., and 
Mrs. Magnan entertained more 
than sixty relatives and friends at 
a recent reception in honor of 
their fiftieth wedding anniversary. 
Mr. Magnan was also an organ- 
izer of the Lafayette Band in 
Somersworth more than half a cen- 
tury ago. 
GLENN BATCHELDER, shoe deal- 
er in Gleason, Wis., follows the 
well-known adage of “knowing 


one’s product.” In fact, so familiar 
was Batchelder with his merchan- 
dise that he was able to identify 








a pair of shoes which had been 
stolen from his store, when he 
spotted them on a 22-year-old lad 
dancing in a ballroom. 
Batchelder’s store had been 
robbed of five pairs of shoes, a 
camera and a flashlight a week 
previously and the possessor of the 
shoes, after questioning, admitted 
the theft. He was held at the 
county jail on a warrant charging 
him with burglary and larceny. 


J APAN must be running short of 
leather, for the government has 
ordered that policemen and fire- 
men of Tokyo shall wear canvas 
shoes in the future. The shoes cost 
about sixty-five cents a pair, Amer- 
ican money standards. Tokyo has 
about 17,000 policemen and 2,000 
firemen. 
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THE Reconstruction Finance Cor- 
poration, through its affiliate, the 
Disaster Loan Corporation, opened 
its lending facilities to flood and 
hurricane victims in the New Eng- 
land-Long Island areas under au- 
thority granted by the revised RFC 
law approved last session of Con- 
gress. Under this authorization 
retailers, manufacturers and indi- 
viduals can apply to regional offices 
of the Corporation for rehabilita- 
tion loans provided they have no 
other means of obtaining financial 
aid. 

Such applications are put in the 
category of commercial loans and 
cover building repairs, replenishing 
stocks, replacing fixtures and simi- 
lar operations. Interest on the loan 
is fixed at 3 per cent, but this is 
waived the first four months. Dis- 
aster loans made in the past have 
run for as long as ten years. Loans 
are repaid in the manner best 
suited to the applicant’s ability and 
desires and frequently are repaid 
in monthly installments. In the 
words of Jesse H. Jones, RFC 
Chairman, the terms and conditions 
of the loan will be fixed as nearly 
as possible to meet the require- 
ments of the applicant, but with a 
view to the loan being repaid with- 
in a reasonable time. 


POINTING to the strong statistical 
position of the hide market, to exist- 
ing high taxation and wage rates, 
Ward Melville, president of the Mel- 
ville Shoe Corporation, predicted in 
an interview last Friday morning 
that shoe prices will show a tendency 
to advance over the next six to nine 
months. The occasion was a cere- 
mony marking the 16th anniversary 
of the opening of the first Thom 
McAn shoe store. Mr. Melville 
called attention to the fact that the 
present supply of hides is scarcely 
half of the normal supply of about 
a million pieces. Retail prices at 
the present time, he indicated; do 
not reflect the prevailing prices of 
the raw materials. Present condi- 
tions also point to an improving vol- 
ume of business at retail during the 
final quarter of the year, Mr. Mel- 
ville declared. Retailers generally 
are quite optimistic regarding De- 


cember sales and are building up in- 
ventories based on good business 
during the holiday season. 

In the 16 years since Thom McAn 
opened its first store, the chain units 
had sold 81,112,843 pairs of shoes 
up to last Friday. This represented 
a payment of 60 million dollars in 
wages to factory workers and about 
20 million dollars to retail shoe 
clerks, Mr. Melville said. In the 
presence of company officials and 
the office staff, he cut a huge birth- 
day cake with 16 candles, a replica 
of the first Thom McAn store which 
was opened Oct. 14, 1922, at 128 
Third Avenue, New York City. The 
first Thom McAn employee was 
Charles Sparacino, who is today a 
district director for the New York 
stores of the chain. 

Mr. Melville designed the charac- 
teristic Thom McAn store front and 
likewise coined the name as an ex- 
pression of the friendly man-to-man 
spirit which was to characterize the 
the organization and its service. 


J. F. WAGNER, manager of the 
Walk-Over Shoe Store on Olive 
Street, in St. Louis, Mo., reports 
that since he remodeled his win- 
dow backgrounds and improved the 
general theme of window displays 
there has been a fifteen per cent 
increase in business. Right now the 
most popular seller in his line is 
the “Dog House” style shoe with 
thick leather or crepe soles in fawn 
color. Brown and tans seem to be 
in vogue this year. 

Mr. Wagner says: “I look for a 
brisk business in brown and tan 
shoes this year with the trend evi- 
dently bent in that direction. Busi- 
ness conditions seem to be on the 
upswing and from all indications 
we are set for a busy season this 


Fall and Winter. Located, as we 


are, in the busy downtown district 
of metropolitan St. Louis, we should 
get full benefit of additional em- 
ployees installed in positions as 
business 
again.” 


returns to good times 


























“Sol That's why Lem brought his lazy son into town with him 
and bought only the right shoe!" 
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SKETCH 





MAKE YOUR SHOE STORE 


a GIFT Shop 


EVERYWHERE throughout the length and breadth of 
the land, kindly disposed people will soon be faring 
forth in quest of the elusive Christmas gift. The annual 
return of the great Yuletide holiday with its wealth of 
benevolent sentiment and its infectious good cheer will 
soon begin to loom large on the horizon. 

Perhaps never before has footwear been such an im- 
portant Christmas item as it gives promise of being 
this year. The promotion of the proper shoe or slip- 
per for the costume has had a widespread effect and 
women and men are more interested today in foot- 
wear and footwear accessories commonly sold in 
shoe stores than ever before. 

Happily the time has come when altruistic senti- 
ment at Christmas time is tempered with practical 
judgment and selections for gift purposes are more 
in keeping with the every day tastes and needs of 
matter-of-fact folk. Nowadays the acceptable gift is 
the thing—and by an acceptable gift we mean a 
practical, serviceable, sensible gift. 

The fact remains, however, that there are many 
people who do not think of the shoe store as a 
Christmas. gift shop, and for that reason unusual 
DISPLAY SETTINGS AND PRESENTATIONS 
ARE NECESSARY TO BRING HOLIDAY SHOP- 
PERS INTO YOUR STORE. No ordinary display 
of footwear as Christmas gift suggestions will do 
the trick. Your displays must possess that Yuletide 
atmosphere. Christmas displays for the window 
and interior of the store should always be bright and 


SKETCH TWO 





colorful, therefore it will be up to you to make your 
store reflect this spirit. This is not so difficult if you 
will put the right thought and energy into it. For the 
dealer who desires to do something out of the ordinary 
this year in decorating we are herewith presenting 
several ideas which should help you to develop some- 
thing in the way of settings that will bring real busi- 


ness into your store during the Christmas season. 

Sketch One presents an idea for a window display set- 
ting which may be utilized for shoes or slippers as ap- 
propriate Christmas gifts. While it is very simple as far 
as the execution is concerned, however, it is not difficult 
to construct and finish up. The four curved edge panels 
being made from %-inch wooden strips for braces to 
which profile board of a very thin thickness is applied 
to produce the curved edges. This is then covered with 
a material such as felt, duvetyn, sateen or any other 
suitable material. 

On the other hand the surface may be painted in 
water or oil paints of a suitable color. Attached to the 
face of same are three shelves made from 7-inch 
boards which are painted in a contrasting color. The 
tops of panels are finished off with a natural or arti- 
ficial evergreen wreath. Placed in the center of each 
one in cut-out contrasting letters are the words “FOR 
DAD,” “FOR MOMS,” “FOR SISTER,” “FOR 
BROTHER.” A contrasting colored wall board panel 


Window and Interior Display 
Suggestions for the Christmas 


Season. Suggestions for the 


Display Manager and Dealer 

Who Wish to Do Something 

Different This Year to Attract 
More Holiday Customers 


is attached to the backs of these panels to provide a 
support in between each panel. Same being finished off 
at the top with a cut-out star and cross strip. This pro- 
vides a very fine finish to the panels. 

At the extreme right side we show a much wider 
panel of a flat nature with an overlay panel. All being 
made from wall-board attached to a wooden frame work 
and then treated in the same manner as the other four 
panels, however, the color to be contrasting. The coni- 
cal shaped tree can be made by using a wire frame o1 
same can be made from a cut-out flat piece of wall- 
board, over which the holly leaves and vine is then 
attached. The wire frame work, however, is best as 
same can be covered with muslin, which in turn can be 
made to produce a very spectacular effect by placing 
tubular lights inside. 

When the muslin is covered with holly leaves and 
sprays and the lights turned on you have a very pleas- 
ing effect. A narrow, curved platform is shown on 

[TURN TO PAGE 51, PLEASE] 
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These three modern dis- 
play bars at the May Com- 
pany have worked very 
successfully in the pro- 
motion and sale of slip- 
pers and sandals, espe- 


cially in holiday season. 












Attractive Displays Inereased Christmas 
Slipper Sales 44 Per Cent 






SANDAL bars and similar displays for gift slippers H ow The May Company of Cleveland 
have been found outstandingly successful in the women’s . . 

shoe department of The May Company, Cleveland, Utilized Space Within the Shoe Depart- 
Ohio, especially during the Christmas season. They ment to Promote Both Sandals and Slip- 
are the idea of Floyd A. Page, women’s and children’s 

shoe buyer, who had previously experimented with pers with Gratifying Results 

this type of display fixture. 

The May Company bars, of which there are three, 
are sturdy and permanent. They are made of wood 
and represent a cost of approximately $100 each, in- 
cluding wiring. Not only did the store design and 
make them with “attractive” value in mind, but with 
a view to practical merchandising as well. The ends 
are octagonal in shape and the sides cut away straight. 
A recessed base allows people to move in close, and 
the fact that the entire fixture is raised from the floor 
means that patrons will never bump their toes. 

Three shelf levels are provided, where all merchan- 
dise can be readily seen and inspected at an easy range. 
Four hollow chrome supports bear a harmonizing light 
trough above the display, and the connecting wires run 
up through the posts so that they are out of sight. This 
indirect light system floods the display without glare. 

The fixtures are finished in two tones of ivory, em- 


ploying the darker shade on horizontal surfaces and jeihion Gesement chen department os Streubvidgs & 
[TURN TO PAGE 51, PLEASE] Clothier in Philadelphia. 






























This attractive display of gift slippers was used by the 
















Attractive stocking wrappings. Left to right. 
Two boxes from Phoenix, folder from Berkshire. 


vanta (lang ‘ scenic box from Nomend, Doe from Gotham. 


COMES TO THE SHOE STORE 


@NCE upon a time there were two very wise sisters. They bought 
all their Christmas presents in August and September. They wrapped 
and labelled them in October. They put them away and forgot them 
in November. They got them out and delivered them in December. 

This is not a fairy tale. It is a true story. But how few of us are 
like the two wise sisters. And how lucky that we are not! For it is 
the pressure and excitement of that concentrated buying season that 
makes us all buy and buy more than we intended to. 

We all know what happens. We start out with a list and a fixed 
sum to spend. We get into the stores. Goods are attractive and cleverly 
displayed. The counters are crowded with customers. We jostle and 
are jostled. We become cross and lose our tempers. But we also be- 
come more human, more open to suggestions. We planned to spend 
twenty dollars and we spend thirty. Most of this goes to presents, 
but some of it goes to our own personal needs. Shopping about, with 
an open mind and an open purse, we see something we need and we 
get it, because we are in a buying mood. 

You shoe merchants know what goes on in the mind of the average 
customer at this season. And you know what a chance this is to sell 
this customer both a pair of shoes and one or more gift items. If she 
has come in attracted by an evening bag displayed in the window, she 
may be open to the suggestion of seeing some evening slippers, if only 
to have an idea of what kind of slip- [TURN TO PAGE 36, PLEASE] 


A Portfolio of Gifts that Will Brighten Your Windews and 
Make the Shoe Department a Christmas Shopping Center 
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Cod, ACHL 


in No. 6185 Red Burgundy Tango Pump, No. 520 last 
Three weeks delivery 


ies ange 
FLExipte inst ® 


BY BRAUER BROS. SHOE CO., SAINT LOUIS 


PUMPS,» 


take the quick approach to fashion prominence. They accelerate their 


style pace with Ohio’s Embossed Calf. Note the beauty of the grains 


pictured here in their all-over use. The styling simplicity of the straight 


pump is given added beauty that will add a gorgeous touch to the 


ensemble of the well groomed woman. 


A COMPLETE SERVICE IN FINE CALF LEATHERS 
THE OHIO LEATHER COMPANY, GIRARD, OHIO. 


OH!IO’S BABY MEXICAN 


? 


in Black, Golden Havana, Wine and Blue Tango Pump 
No. 520 last. Three weeks delivery 











ALREADY the sstriking “trade 
mark” of the New York World’s 
Fair has become associated with that 
event in the minds of millions of 
people in many lands. The design is 
so striking, significant, and lends it- 
self to so many variations that it 
caught the popular imagination. It 
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P ORDER STORE 


is an excellent example of the value 
of a trade mark. 

The star motif, suggested in this 
promotion plan, offers a somewhat 
similar opportunity for a complete 
tie-up through your Christmas cam- 
paign, linking the window and in- 
terior displays which will be de- 


lp identify the stcre in the customer’s 
mind. 


EARLY For 


scribed in a subsequent issue, with 
the newspaper and direct mail sug- 
gestions outlined herewith. 

The best plan is to combine both 
newspaper and direct-mail advertis- 
ing—using direct mail to the cus- 
tomer list and newspaper ads for 
general publicity. However, each 
store has its own local and individual 
circumstances to consider, adjusting 
the general suggestions to meet its 
own facilities and finances in such 
a way as to get the utmost value for 
every dollar spent for publicity. 

Your regular customers are likely 
to be your best gift-customers; a 
circular, letter or post card sent to 
them is pretty sure to have their 
attention because it is from someone 
they know. It’s up to you to make 
the mailing-piece interesting to them 
—something that they will read and 
remember. If you mail monthly state- 
ments, an enclosure with Dec. | 
bills will be practical; if you want to 
save on printing as well as postage, 
try having your newspaper ads made 
in uniform size (two columns ten 
inches or three columns ten inches, 
for example) and prepared in ad- 
vance, so that the paper can set up 
the group and run off enough ad- 
vance proofs to meet your mailing 
requirements. 

Each ad should feature one out- 
standing gift line, such as slippers, 
hose, bags, with a leading style illus- 
trated at the most popular price 
range, and backed up with one or 
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(oordination Is Essential to the Success of Your Holi- 


day Promotion. Here Is a Theme for Newspaper Adver- 


tising, Which Can Also Be Carried Out in Effective 
Window and Interior Displays 


two other items in the same line, plus 
a brief listing of other suitable gifts 
that you carry. Clipped to these ad- 
vance proofs have a short note on 
colored paper: 

Didn’t want you to 

Miss these! 

Here are copies of newspaper ads that we 
shall use in the weeks just ahead that tell 
about a lot of very good gifts. If you'll 
look them over and stop in soon, you'll 
get first pick, while assortments are at 
their best. Early shopping is easier shop- 
ping also. Of course your purchases will 
be charged to your January account, if 
you wish. 


Each time one those ads is used in 
the paper there’s another reminder to 
customers who have seen it before— 
especially so if the tie-up is used 
throughout—the star motif used in 
some manner to make the reader 
think of your store and merchandise 
each time it is seen, wherever it 
may be. 


A star-shaped illustration can be 
used in ads and for merchandise 
illustration. 


If limited- facilities prevent using 
the ad proofs, try a good circular let- 
ter. On a regular-sized letterhead, 
8¥x11 inches, use a space two and 
one-half inches wide at the left side 
to give a list of all the gift possibili- 
ties in your store. They may be in 
groups for men, for women, for chil- 
dren. There should be a short check- 
ing line before each item. The idea 
of making the list easily detachable 
with a perforated line would gain 
added attention, and the reader could 
tear it off and put it in her bag after 
checking the list. Of course, the let- 
ter must encourage such action. 


For a big build-up at little cost, 
hitch your Chiistmas Campaign 
to a Silver Star. 


Christmas Time, 1938. 
Dear Madam: 

Year after year in even the biggest 
stores, the ones that have all kinds of 
gifts, the “best sellers” are just the same 
as they are right here in our store—Can 
you guess what? Slippers and hosisry! 
And they are followed by other equally 
practical items. 

Just check over the list to the left and 
see how many really likable gifts there 
are in it—gifts that you yourself might 
be glad to get. Then check it against your 
own list of folks to be remembered and see 
how much time and trouble it will save 
you to bring the list and make this your 
first stop for gift shopping. 

Cordially, 
STORE NAME. 
[TURN TO PAGE 52, PLEASE] 
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OUTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


Shoes on the Move—Pair by Pair 


BEB ETWEEN a point in New York and Danbury, Conn., 
I find that I can drive a car in precisely two hours. | 
could do the same stretch of road in two hours five years 
ago. Since that time the superb Merrick Highway, 
twenty-two miles in length, has been built and almost 
top speed can be made over it and yet, believe it or not, 
I can’t reduce the running time to Danbury by as much 
as five minutes. The answer is—before and after the 
smooth-running stretch is the darndest traffic congestion 
and the increase of red lights seems as if they were pur- 
posely put at every street. 

The reason for telling you this experience, which is 
common to all of us, is to draw a parallel in the opera- 
tion of a shoe store. A merchant buys a hot and happy 
number. It sells on sight. It’s the smoothest shoe in 
the store for streamline selling. It is comparable to 
the broad highway, with no speed limit. One would 
think that a store could make a fortune on that one shoe 
alone. The clerks go to it as though it were a magnet 
and show it to every customer. And yet when the 
season is over, the total business is just about what it 
was before. An inertia crept into the other shoes and 
yet regular customers, with regular demands, seemed to 
flow into the store. The special business gave the store 
a thrill but when the figures were added up, there were 
no juicy profits for the season. 

Most buyers get terrific enthusiams over a particular 
shoe and seem to feel that its purchase marks them as 
the talented boys of the shoe industry. They are always 
looking around for “a shot in the arm” to put enthu- 
siasm and traffic into the store. There is no question 
but that the shoe of the season is important in business 
but what about the rest of the stock? 

For a good store must carry a long line of shoes for 
the public’s diversified demands. There must be de- 
veloped talking points in every shoe carried. They 
must be talked-over and talked-about every day in the 
season. 

One of the fundamental errors of retailing is 
the fact that the merchant or the buyer is filled 
with his own enthusiasms for the purchase and 
then when he tries to transmit that selling speed 


to his store salesmen he finds that his brain has 
gone into slow gear. When that same informa- 
tion is transmitted to the public, it has almost 
lost all of its speed and is reduced to—“Ain’t this 
a pretty shoe?” 

Every shoe business, wherever it is, must be a living 
thing if it is to be successful. It must have movement 
toward the public or it will bog down to a stand-still. 
Shoes that continue to sit on the shelves represent all 
the losses at retailing. 

We had a field editor on the RECORDER years ago who 
was nicknamed “End Sizes” because in his travels he 
would automatically go into his act of warning the 
merchant against the “Odds and Ends”—Odd Styles and 
End Sizes. He would help the merchant make an in- 
ventory to show him that wrong buying led to wrong 
selling. It was one of the great contributions of the 
RECORDER to the correction of buying regular runs when 
the store actually needed more middle sizes. 

There is a need for that caution this season because 
many a customer is lost for want of a size. Few mer- 
chants want to carry large inventories on high style 
footwear. As a result, hot styles bought in haste can 
cool off on many a shelf because of wrong sizes. 

In a world that is geared up to mass production, it is 
folly for any one to use the term “mass distribution” 
and yet we see it almost every day in some man’s speech 
reported in the newspapers. There is no such thing as 
“mass distribution” of shoes, even in chain stores. The 
ultimate distribution is made, pair by pair, to a critical 
individual demanding the right size and width, the right 
shape and proportion and particularly the right feel, 
for a shoe can be a well-proportioned covering of the 
foot and yet feel wrong. Then comes the need for the 
right style, the right material and the right color. With 
all these elements that make the sale of shoes “no easy 
matter,” who can use the term “mass distribution?” 
Practically every other item at retail has the elements 
of style variety and particular choice reduced to the pur- 
chase of a single item. 

Let’s kill, once and for all, the thought that 

[TURN TO PAGE 55, PLEASE] 
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WE ARE STAREHING THESE STYLES 





-_— FOR 


XMAS SELLING 


These are the featured slippers that 
5,400,000 gift-hunting shoppers are going 
to see displayed in Daniel Green’s big 
Christmas advertising campaign, in The 
Ladies’ Home Journal, Good Housekeep- 
ing and Vogue. And they are styles that 
sell! Every one of them is a tested and 
proved repeater. Every one is stock. 





Smart buyers all over the country are 

building their Christmas promotions 

around these same Daniel Green slippers. 

DANIEL GREEN Get your order in now and ask about 

COMPANY holiday sales helps for your store at the 
Dolgeville, N.Y. same time. 


DANIEL GREEN COMFY SLIPPERS 
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Ys 


FOOT COMFORT THE CORNERSTONE 
im Buffalo Store’s Promotion 


How Edward J. King Was Able to Show a Profit During His First 
Year in Business by Promising Customers Relief from Foot 


Troubles . . . and by Making the Promise Good 


**A GUARANTEE is just as good as the integrity, 
the character and the financial resources of the person 
back of it, but if he has the proper knowledge, training 
and equipment and sees fit to make a guarantee, he 
will find that most people are honest and will not take 
advantage of it.” So says Edward J. King, who oper- 
ates the Health Spot Shoe Shop, 84 West Chippewa 
Street, in Buffalo, N. Y. 

Mr. King opened the shop just a year and a half ago 
and though the country has been in a state of hesitant 
business since, he managed to make a profit during 
his first year in business and has finished the first half 
of the second year with greater volume and greater 
profits. 

Before coming to Buffalo, Mr. King was associated 
with retail shoe establishments in Rochester and Auburn 
and knows the business both from a style angle as well 
as that of comfort. 

“People who come into this store, come in to secure 
comfort,” continued Mr. King. “When we started in 
business, we invited doctors to send us their ‘toughest’ 
cases and our success with these started us on the road 
to growth and development. In making the guarantee 
we have, of course, run across some people who tried 


to take advantage of it but that is true in any business. 
We found that the majority of our customers were 
honest. 

“In this business, everything is subordinated to com- 
fort. The customer wants that element above all others. 
If it is possible to add style, so much the better but 
comfort comes first. If style is added for selling to the 
normal person, it should be in a separate department. 
We cooperate with the customer’s doctor in every way 
so that his shoe recommendations will be conscienti- 
ously followed out. 

“Our advertising is directed at the reason of the 
customer, as are also our store and window displays, 
so that both will help them to understand better what 
their own doctor has told them insofar as their feet 
are concerned.” 

Mr. King, in his window displays, follows the stand- 
ard merchandising principle of frequent changes so as 
to relieve any monotony in his appeal. The interior 
of the store is light and airy, furnished in the modern 
manner but with comfort foremost. 

A. C. Hook, of the Foot and Shoe Research Depart- 
ment, met the customers of the store for consultation 
during the week of Sept. 12-17. 
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BALL-BAND 


STYLED THEM TO 
SPEED YOUR SALES 














Beautiful 
Neu Suede Dinish 
Rubber Gaiters 


AT POPULAR PRICES 


Ball-Band styled and tailored these stunning new 
gaiters to make them easy to look at — and easy to 
sell. Rich suede finish — hard to tell from real leather 
— gives the finishing touch of up-to-the-minute smart- 
ness. Yes indeed, these gaiters have what it takes to 
make your lady customers look twice and buy at once. 


And best of all the prices of these better gaiters are 
just as attractive to your trade as their smartness. 
Now’s the time to show them and sell them and get 
full Fall and Winter profits. It pays to sell Ball-Band 
— the line that for fifty years has returned dividends 
of goodwill and profits to thrifty dealers everywhere. 
And remember that we carry every item and every 
size in stock — ready to give you high speed service 
in your orders and in your sizing up. Better write us 
right away and help your customers beat old man 
winter in time — and in style. 


Mishawaka Rubber & Woolen Mfg. Co. 
280 Water Street, Mishawaka, Indiana 
If you haven't received a copy of the new Ball-Band 


1938-39 catalog just drop us a line. It’s full 
of modern footwear ideas. 
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@NCE the axiom was—“an eye for 
an eye and a tooth for a tooth.” Now 
it is—“an idea for an idea and a truth 
for a truth.” You may have heard 
this before for Roy Whitmore, of 
Providence, R. I., has used it at many 
a shoe trade meeting. 

The function of these pages is to 
cull the best selling ideas from the 
field of retailing and te encourage 
retailers to send in their tested sell- 
ing ideas. 

An exchange of ideas helps make 
profit, progress, and prestige for all. 


* #* * 


“So smart you'd never guess their 
comfort features.” 
(Maurice Rothschild, Chicago) 


—oPI— 


@N a busy day you will find Buyer 
Lawrence, of Bamberger’s children’s 
department, at his favorite post back 
of the counter facing a file of thou- 
sands of children’s names. He is 
there to sec that every sale has a case 
history. He considers the file the most 
valuable thing in the store. When a 
parent brings a child in for a pair of 
shoes, his posture and feet are care- 
fully studied and if any faults are 
found the proper corrective shoes are 
recommended. A complete record is 
kept of each sale:—date, child’s name, 
address, age, shoes fitted and adjust- 
ments if any. With this progressive 
record of each child it is often possi- 
ble to accurately fill mail and tele- 
phone orders from parents who are 
too busy to bring their children in 
at the moment. Every new sale must 
be made by a professional fitter, re- 
checked by a second fitter, and the 
final record on the card must show 
progressively increasing size of the 


shoe and in no case a shorter shoe 
than before. 


STAID old Philadelphia was treated 
to a surprise when the Florsheim Shop 
on Chestnut Street in the heart of the 
shopping district had a man in the 
window hand staining men’s shoes and 
giving the final rub that gives the 
shoes that custom look. 


* * # 


“Fashion highlights in the world of 
shoes.” 
(Russeks, New York) 





Guank You 


Wo Nape your thor prochane wall prow on 


Jounw L. Haggis 











An effective card to go in every 
package delivered to the customer, 
bearing the name of the salesman who 
did the fitting. 


—OPI— 


CONSUMER relations are important, 
but so too are relations of manage- 
ment to employees. Mrs. Odlum, who 
owns Bonwit Teller’s department 
store in New York, “believes that the 
first function of a store is to under- 
stand the customer, her life, her point 
of view.” 

Bonwit Teller’s has three groups of 
“Advisory Committees” to keep the 
personal touch—with its customers 
and with its employees. 

Consumer Advisory Committees— 
consisting of charge and cash cus- 





tomers meeting informally with Mrs. 
Odlum over luncheon. 

Salespeople’s Advisory Committees 
—bridging the gap between store head 
and staff members. 

And now the Non-Selling Advisory 
Committee—giving the rest of the em- 
ployees a voice in the running of the 


store. 
* * # 


“You can’t fool your feet.” 
(Lane Bryant, Philadelphia) 


—OPI— 


WH HEN A. Blonder was planning a 
new Red Cross Shoe Store for down- 
town Newark, he looked around for 
some ideas on store arrangement. 
While at the International Casino in 
New York he got the flash of an idea. 
As he was leaving he asked for the 
name of the designer. Paying him a 
visit he said, “So many shoe stores 
are conventional in design and I'd 
like to know if you are interested in 
creating for me a small store in- 
corporating some new ideas. “The 
designer was intrigued with the possi- 
bility of creating something new in 
shoe store interiors: So today if you 
go to Newark you will see on Halsey 
Street Mr. Blonder’s Red Cross Shoe 
Store laid out something like this: 





7 
lo 
The store is divided into a number 
of alcoves or bays extending half way 
across the store. The first is in the 
form of a half-rectangle, the second 
in the form of a semi-circle, and the 


third in the form of a right angle 
facing toward the rear of the store. 
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BEST IDEA OF THE WEEK 


ONE-LEGGED WOMEN 
(I. Miller’s 34th Street Shoe Store) 


O.P.1. editor—“What's this new bargain table idea 


of yours?” 


Manager Stark—“We've started a bargain basement 
in the basement of our store. Tables filled with low 
priced shoes. No fitting. The customer searches till 
she finds what she wants.” 


O.P.1. editor—“But I only see one shoe of each pair 
on the table. Are they all mismates?” 


Manager Stark—“No. The mate is on the cashier’s 
table. When a customer finds the desired shoe she gets 
the mate at the cashier’s table and pays the cashier.” 


O.P1. editor—“Does it work?” 


Manager Stark—“Well look for yourself. We have 
a crowd every noonday and it’s working well. Few 
clerks and no watchers. A crowd of bargain hunters 


search the tables—one priced shoes on each table— 
self-fit—take "em away after seeing the cashier.” 


As the store says:— 


“We've brought here from our factories and out-of- 
town retail stores several thousand pairs of beautiful 
I. Miller shoes no longer carried in our regular stocks. 
Not last minute fashions, but shoes that you can wear 
right now and through the fall. Hard-to-find sizes and 
extremely narrow widths are included in a selection 
that ranges from 24%, AAAA-C. Discontinued lines, 
broken sizes, cancellations, merchandise slightly soiled 
or left-over from last year. Cash only, no C.0.D.’s, no 
returns, no charges, no deliveries. 


“This self-service bargain basement is a permanent 
addition to our 34th Street store. Shoes will be added 
continuously to the tables.” 











The latter section is used as a small 
office during the week and on Satur- 
days the office equipment is removed 
to give space for additional chairs for 
customers. 

Dividing the store up into small 
units gives the appearance of activity 
no matter how few or how many cus- 
tomers are in the store at one time. 
The opposite wall is faced with a con- 
tinuous full length mirror and the 
ceiling has been lowered, tending to 
magnify the actual size of the store. 
Lighting comes from a well in the 
ceiling and is entirely indirect and 
combined with soft pastel painting 
gives a warm cheery aspect to the 
whole interior. All shoes are kept in 
a large two story stock room in the 


rear. 
* * 


“U S 7A a shoe size, not a high- 
way number.” 
(Delman-Bergdor{ Goodman, N. Y.) 


—OPI— 


SMALL rectangular glass topped 
tables are used in the women’s shoe 
department of Hahne & Co., Newark, 
to display style leaders. Hidden elec- 


tric lights throw illumination up - 


through the pale green glass top and 
serve to bring out the full beauty of 


“The oxford with the barefoot feel- 
in g ” 
(Abraham & Straus, Brooklyn) 











Pack-W olin’s, Detroit, emphasize 
“light as an empty box” to offset the 
thick sole feeling. 


“Platform sandals—excitement for 
night life.” 
(Raphael Weill & Co., San Francisco) 


o Si 


BDIALOGUE in a shoe salon: 
Clerk—“This shoe has a 23/8 heel 
Madam.” 


Customer—“What do you mean by 
a 23/8 heel?” 

Clerk—“Well you see it’s this way— 
This shoe takes a 23/8 heel because 
the last is pitched to give that high 
style effect. . .” 

Customer—“But that doesn’t ex- 
plain what 23/8 means. Do you mean 
31?” 

Clerk—“No, Madam. Heels are 
graded to the eighth of an inch and 
this heel is 23/8ths of an inch high.” 

Customer—“Isn’t that silly? Why 
don’t you tell me that the heel is two 
and Yths inches high? I’m a customer 
and can understand inches and not 
a technical shoemaker.” 

* * * 


“Platforms lift your feet with new 
flattery.” 


(Livingston Bros., San Francisco) 
—OPI— 


HERE are a few ways to avoid use 
of the words clearance or sale in mid- 
season and yet convey price compari- 
son: 
Usually $6.50 now $4.95 
Usually would be $6.50 now $4.95 
$4.95 equivalent values $6.50 to 
$7.00 
$4.95 made to sell for $6.50 
Regularly $6.50—special $4.95 
$4.95 normal retail value $6.50 
Not $6.50 but $4.95 
Now $4.95—before $6.50 
$6.50 value for $4.95 you save $1.55 
$4.95 verified equivalent $6.50 





THE 
RECORDER 
CANDID COMMENTATOR 


Officers and directors of the newly-formed Queen City Shoe 

Club, Cincinnati, Ohio, are, front row, left to right: E. S. Horwitz, 

secretary; E. E. Held, 2nd vice-president; W. E. Newbold, Ist 

vice-president; Henry Momper, treasurer, and Harry Lasky, 

sergeant-at-arms. Back row, left to right: Arthur Silver, director ; 

E. C. Horn, president; Max Kraus, director, and F. X. O’Brien, 
director. 
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Vincent Deliso, well known shoe designer, ex 

hibits a new boot-shoe, designed in compliment 

to the women of South America, to Miss Martha 
Stephenson, popular New York debutante. 





A group of youngsters who attended the picnic held by 


Labiches, Inc., New Orleans, for members of their “Buster 


Brown Club.” Tickets distributed by the store with 
purchases entitled youngsters to enjoy the amusements 
for two cents a ride. 
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SIMPLE 
QUESTIONS 
AND ANSWERS _/; 


FOR THE SHOE MERCHANT WHO 


MORE 


WANTS TO MAKE, MONEY. . . 


You’re looking for more profits. You'll 
find them exactly where thousands of alert 
shoe merchants are finding them—in 
Dr. Scholl’s Arch Supports. Read these 
questions and answers and learn why... | 
































Q-. Is there a NEED for Dr. Scholl’s Arch Supports ? 
Ae Probably 1 out of every 4 adults in your community 
has weak arches. That is about the national average. 
Qe Are Dr. Scholl’s Arch Supports in demand ? 

Ae Advertising plus physicians’ prescriptions give you 
the demand. 

Q- What is done to build business for the retailer ? 


BAe Dr. Scholl’s advertising in 17 leading magazines 
reaches nearly 25,000,000 readers every month—and over 
150,000 physicians are influenced through our messages 
in the ethical press. 

Q-. What is the keynote of this advertising ? 

Aro Individualized support. Dr. Scholl’s Arch Supports 
are effective because they are adjusted to each customer's 
individual needs—they give results impossible with ready- 
made so-called “arch support” shoes which are made with 
one standard elevation to meet a// conditions. 

Qa. Is there a good mark-up? 

Ae Excellent. Dr. Scholl’s Anterior Metatarsal Arch 
Supports, for example, cost you $2.50, retail for $5.00. 
Qa. Is a big inventory necessary ? 

Ae No—only a small fraction of the investment neces- 
sary to stock so-called “arch support” shoes. 

Q- What is the way to get started ? 


Ae Write for complete catalog to... 


THE SCHOLL MFG. CcO., Inc. Dt Scholl's 
Maker of Dr.Scholl’s FOOT COMFORT Appliances and Remedies for All Foot Troubles FOOT COMF 


213 W. SCHILLER ST., CHICAGO 62 W. 14th ST., NEW YORK CITY SERVICE 
112 ADELAIDE ST., E., TORONTO, CANADA 


LARGEST INSTITUTION OF ITS KIND IN THE WORLD 
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Santa Claus Comes to the Shoe Store 


[CONTINUED PROM PAGE 21] 


pers will look best with this bag. First 
thing she knows she may have bought 
a pair for herself. 

Or, she may have come in for some 
shoes and is waiting to be fitted. Here 
is a use for the old device of the wagon 
of merchandise. If this is attractively 
arranged; if a pretty and clever sales 
girl wheels it through the department; 
if she pauses to rearrange a few items 
where the customer can get a close-up 
view, there is usually no need of solicit- 
ing sales. The goods are sold because 
they are attractive and useful, and be- 
cause this device has saved the cus- 
tomer’s time and effort. 

Remember the customer comes into 
your store with three main desires: 

1. To buy appropriate gifts. 


2. To save time and effort. 

3. To save money. 

If you have satisfied these three de- 
sires, you have sold some goods and 
you have made a new friend for your 
store. 

There are many types of attractive 
merchandise suitable for sale in a shoe 
store during the Christmas selling sea- 
son. On these pages we have offered 
suggestions from among these. They 
range from jeweled compacts to 
galoshes and boudoir slippers, from 
hair ornaments to shoe trees and little 
knitted socks to wear under her 
galoshes. Attractively displayed against 
a Christmas background, they all should 
make sales and more sales for your 
shoe store. 





Christmas Presents 
As They Like "Em 
[CONTINUED FROM PAGE 24] 


which can be kept for party shoes and 
which will be as glamorous as the 
slippers under them. (For children 
there are some charming ones—all- 
white or white with color.) 

And while we are talking about 
galoshes, why not sell a pair of these 
little knitted socks to protect someone’s 
suede street shoes under the galoshes 
or overshoes? They will be just the 
present to tuck into the toe of a Christ- 
mas stocking. 

3.—The ideal gift is often one that 
is small and can go in the stocking. 
Why not sell the customer who wants 
such a gift, the little purse with belt? 
It can be used for skiing or golf or 
hiking. Any sportswoman would love it. 


Handbags Acceptable Gifts 

4.—The ideal gift is something that 
will freshen up a Winter wardrobe and 
that can be paraded proudly before 
friends. Why not sell this customer a 
new handbag, smart in color and mate- 
rial, to carry with the shoes that will 

be worn from Christmas to Easter? 
There is ideal gift that is not 


the 
and 
sell 


ga 
Every leading stocking manufacturer 
has one or more. We have shown some 


6.—The ideal gift is so practical that 
people would not think of giving 

t, but it is just what some one needs. 
customer can be interested in a 
of shoe trees or some smart over- 
or a pair of. shoes. 


Merchandise Sources 
Pages 22-23 


1. 

Matching head and feet in flower 
comb for hair and clip for slipper. 
“The Flower Ensemble” by Schwartz 
& Benjamin. 

Jeweled evening compact. The plume 
of rhinestones on gold combines two 
important fashion trends. 


Kid evening bag studded with multi- 
color jewels. Magid. 
2. 

Two fleece-lined boots trimmed with 
fur for dress occasions. All-black from 


Saks Features Sabots 
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Mishawaka. All-gray from United 
States Rubber. 


One-snap oxford of suede leather fin- 
ish with shiny trim. Mishawaka. 


Child’s pin seal boot with smart 
plaid strap. United States Rubber. 


3. 

(Left to right) Satin hostess slipper 
with Chinese embroidery and spool 
heel. Eastern Footwear. 


Shirred satin mule with smart moc- 
casin toe. Daniel Green. 


Two “Quilts,” new quilted velvet 
features from Joyce. The scuff in blue 
with wine trim has a matching trav- 
eling case. 


4. 

(Left to right) New idea in women’s 
boudoir slippers—the flannel scuff in 
dressing gown flannel and colors. Very 
popular with the college trade. Daniel 
Green. 


Child’s plaid boot with warm wool 
collar. Consolidated Slipper Corp. 


Two practical shoe trees, adjustable 
in both width and length. Five sizes 
take care of men’s and women’s shoe 
sizes. A. R. Anderson “Ace” Tree. 


Ideal protection for the shoe under 
galoshes or overshoes or when driving 
a car. A washable knitted shoe sock 
with “Lastex” heel. “Protek-Shu” by 
Burson Knitting Co. Suede shoe with 
Talon Fastener from Krippendorf- 


Dittmann. 
Page 24 


Two bags for glamorous evenings. 
(Top) White sharkskin with pear! top. 
Gold Seal Importers. (Bottom) Bro- 
cade bag which opens out into con- 
venient make-up case. Virginia Art 
Goods. 

. > « 


Two smart day bags and a little belt 
purse for sport. 

Suede bag with wide over-arm han- 
dle. Goldsmith. 

Small pouch for skiing and golf. 
Virginia Art Goods. 

Calf bag to carry with later Fall 
shoes in smooth leathers. Chas. Bur- 
stein. 

a 7 > 

Two white galoshes, lined with 
fleece, for the little child. (Top) A 
Shuglov with zipper fastener. (Bot- 
tom) A buckle boot by Hood. 


Kalisky to Remain for Fair 


Cuicaco, Itt.—Joe Kalisky, past- 
president of the Chicago Shoe Trav- 


’ elers’ Association, reports that he has 


tional Shoe Fair as that’s one event 
doesn’t want to miss. Mr. Kalisky 
pent most of the Summer and Fal! 
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MASSACHUSETTS in 1773 
REBELLED against UNFAIR TAXES 


























MASSACHUSETTS remains FAIR in her own 
TAX LEVIES ON INDUSTRY 


People in Massachusetts esteem industry and crafts- 
manship — industry by which Massachusetts has 
grown mighty — skill, which through the years, 
has become a revered heritage. In such an atmos- 
phere industrial intolerance does not flourish. 
Such men do not burden industry with insuffer- 
able taxation. 

Thus, in solvent Massachusetts, manu- 
facturing corporations enjoy the lowest 
taxes in the United States. The state tax 
has not been increased since 1920 and the 
only local tax paid by manufacturing cor- 
porations is the tax on real estate. There are no 
onerous “extras”, such as municipal property 
taxes or high levies on corporations which carry 


IT’S PROFITABLE TO PRODUCE 


on only a part of their business within the 
state—no complicated taxes divided between 
“tangibles and intangibles”. 

Massachusetts welcomes new industries and 
offers these unparalleled advantages: — minimum 
taxation; the best source of skilled, steady labor; 

proximity to many of America’s major 
markets, excellent transportation, sound 
banking, invigorating climate, and unsur- 

passed living and cultural facilities. 
A brief book of accredited facts, The 
Industrial Advantages of Massachusetts, will 
be sent on request. Your further inquiry is invited. 


THE MASSACHUSETTS DEVELOPMENT AND INDUSTRIAL 
COMMISSION -« STATE HOUSE, BOSTON, MASSACHUSETTS 
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There’s only ONE 


Sno-Pac! 


e It’s protected by U. S. Design 
Patent Number 109,759 


e It’s made EXCLUSIVELY by 
CONVERSE 


It’s advertised in November 

Vogue and 32 girls college 

publications — a real mer- 
chandising help to you 


FOOTWEAR retailers and jobbers the country over have 
welcomed the new, patented CONVERSE SNO-PAC over- 
shoe royally and enthusiastically. They have recognized 
immediately that the SNO-PAC is the first truly original 
idea in an all-purpose, sports-styled overshoe in many a 
moon. And they’ve said it with orders! 


Dealers who have not yet seen for themselves the CONVERSE 
SNO-PAC are cordially invited to write or wire for samples 
and prices. 








Converse Russer Company 
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“UNISHANK” 


adds WEAR 
and COMFORT 
and APPEARANCE 


to every shoe in which it is used 


The reasons are simple — 
“UNISHANK”™ helps the shoe 
e to retain its shape 

e to hold its proper tread 


e to provide perfect foot 
support until completely 
worn ouf. 








UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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AMERICAN ENTERPRISE NUMBER 
e 
gue ad 
Boot And Shoe Recorder’s Annual National Shee Fair issue to 
be dated December 24, 1938 and to be called the American 
Enterprise Number.* This annual issue, featuring a complete 
review of the year in shoes and leather, and a forecast of the 
year to come in shoe fashions and merchandising, has been accepted 
as the buying guide for thousands of retailers who will attend 
the National Shoe Fair at the Hotel Stevens, Chicago, January 
3, 4, 5, 6. It will be as well, the year-round reference book of 


the entire shoe and leather industries. Forms for this issue close 


in New York on December 12. 


*The promotional themes of previous annual issues of Boot And Shoe 
Recorder have afforded advertisers an ideal background for the presentation 
of their messages and in some cases have provided an actual keynote for 
that advertising. This year Boot And Shoe Recorder feels that it has 
in American Enterprise and its place in American Shoe Retailing an 
excellent theme for this most significant issue. 


BOOT anno SHOE. RECORDER 


A Chilton ® Publication 239 West 39th Street, New York City 
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THIS WEEK IN. THE 


SHOE TRADE 


Saturday, Octeber 22, 1938 


Natienal News 





Dayton Retailers Elect New Officers 





Paul W. Crawford Elected to Head Shoe Retailers’ Association 
—Edward Blomquist Named Vice-President 


DAYTON, On1I0—During one of the 
most enthusiastic meetings of the Day- 
ton Shoe Retailers Club held in recent 
months, Paul W. Crawford, new presi- 
dent, and other officers were installed. 
More than 30 shoe men attended the 
dinner meeting held in the Chinese 
room of the Hotel Miami, and there 
were many new faces to be seen, as 
well as those who had been absent for 
many months. 

President Crawford opened the busi- 
ness session, relating the history of 
the club, established 37 years ago, be- 
coming the forerunner of the state and 
national organizations. He likewise 
cited the benefits derived from the 
local association, emphasizing the club 
belongs to all shoe men, regardless of 
position or size of company. 

Edward Blomquist, newly installed 
vice-president, gave a report on the 
style trend for the Fall and Winter 
months. He attended the recent leather 
conference in New York City and told 
of this meeting, including the new 
leather treatment being given in the 
efforts to keep up with other types of 
women’s merchandise. Mr. Blomquist 
indicated there is a big demand for 
dark blue at the present time. 

It was brought out that among men’s 
shoes, the square toe models have cre- 
ated a greater demand than there is 
supply on hand. All indications point 
to a good volume of men’s shoes dur- 
ing the next few months. 

As a result of improved employment 
conditions in Dayton, with approxi- 


mately 1,000 persons taken off WPA 
rolls by private industry, the shoe men 
indicated this condition had been re- 
flected in increased sales. 

Following the proposal of Louis A. 
Miller, the date for the next meeting 
of the club was set for November 21. 
Inasmuch as a number of Dayton shoe 
men are planning to attend the Style 
Show in New York City the week pre- 
vious, it was decided to postpone the 
November meeting in order that a com- 
plete report may be submitted on the 
New York show. 

President Crawford named James 
Horne of the Douglas Shoe Company as 
chairman of a committee to work 
among chain shoe store men in the 
effort to increase attendance and in- 
terest from this group. L. A. Wright 
of Colby’s, and Arthur Bramlage of 
Nisley’s were named to assist Mr. 
Horne. It is expected this committee 
will supply a speaker for the next 
meeting. 

Decision was made to stage a mon- 
ster meeting in December in honor of 
P. J. Myer and John Schoenhals, Sr., 
two of the original founders of the 
club. Plans for the affair will be de- 
veloped within the next few weeks. 


Mealley Heads Roll Call 


For Leather Group 


New York—George H. Mealley is 
announced as chairman of the Tanners 


Leather Group formed to campaign in 
the annual membership Roll Call of 
New York Chapter, American Red 
Cross, November 11 to 24. Urging sup- 
port of the Red Cross in this Roll 
Call, Mr. Mealley issued this statement: 

“When hurricane and flood brought 
the year’s worst disaster to our doors, 
we had personal reason to appreciate 
the Red Cross. It responded promptly 
with help. Red Cross workers aided in 
rescues. Red Cross emergency funds 
quickly provided food, shelter and 
clothing for storm victims. The Red 
Cross raised funds to restore, for those 
without resources, their homes and 
means of earning a living. 

“Once more we see the benefit of 
having this experienced, permanent 
disaster relief agency, always ready 
to aid. Let us continue to maintain 
it. For it is entirely dependent on 
voluntary support. 

“Our Red Cross is more than a 
great disaster relief agency. Its New 
York Chapter cared for 12,000 dis- 
abled, needy veterans during the past 
year, obtaining employment for 1600. 
The Chapter gave free training in 
first aid, life saving and home nursing 
to thousands of Manhattan-Bronx men 
and women. It gave nutrition guidance 
to 1,200. Chapter Volunteers served 
freely in 14 hospitals, made 1,000,000 
surgical dressings and 24,000 relief 
garments. They brailled books for the 
blind, distributed 100,000 magazines to 
hospitals, provided Christmas cheer. 
The Chapter gives other helpful ser- 
vices. 

“Every dollar given to the hurricane 
relief fund went to aid the storm 
victims, not to support the Red Cross. 
Help now to maintain this great cause. 
Join during Roll Call, November 11 
to 24.” 
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“B” — Orange & 
brewn on ball 
background. 


Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets, show- 
ing the design only, are 
also available. 

We have in stock a com- 
plete selection of designs 
and color combinations. 
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FALL PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 





45 














4 





YO 











“Oo” — Blue @& 
orange on deep 


yellew back- 


ground. 


6 Dozen 
$1.10 


12 Dozen 
$2.00 


SERVICE + 205 


“s"—Gold & red- 
dish brown on 


buff background. 


tan & 


The size—1',” x 234”—is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 


We will send a circular showing actual samples, at your request. 


STATE ST = 


“Ww — Luggage 


green 
white background. 





CHICAGO, ILLINOIS 


W SHOPPERS 


ONIAZATV 4 
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SMOdN 


a AV d 


L 





COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 





WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





; SERVICE MONTHLY 


CARDS HOLDERS 


LANK 
CKETS 





No. |! $5.00 


12 6 





No. 2 4.00 


8 a 





No. 3 3.00 


6 2 











No. 4 2.25 


4 
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Shoeman Gubernatorial 
Candidate 

Concorp, N. H.—Francis P. Murphy, 
former general manager of the J. F. 
McElwain Shoe Co. plants in Man- 
chester and Nashua, and the state’s 
largest employer of labor, has been re- 
nominated as the Republican candidate 
for Governor. He defeated Attorney- 
General Thomas P. Cheney in the Sep- 
tember primaries by approximately 
5000 votes. 

Arthur B. Jenks, former Manchester 
shoe manufacturer, was chosen as the 
Republican candidate for Congress. In 
the November election he will oppose 
Representative Alphonse Roy, Demo- 
crat, who was seated by the National 
House during the last session, after 
the former shoe manufacturer, who 
had been declared elected after an ap- 
parent victory by only a few votes, was 
ruled out as a member. The unique 
situation was unprecedented in political 
history. 


Holding Contest for Children 


New ORLEANS, La.—Krauss Co., New 
Orleans department store, is centering 
the attention of the city’s youngsters 
under 16 years of age on its “Wonder- 
land” shoe department through the 
medium of a word contest with prizes 
for those listing the greatest number 
of words formed from the letters in 
the slogan, “Krauss for Weatherbird 
shoes.” 

No purchases are required to enter 
the competition. Children simply regis- 
ter at the store’s second-floor shoe de- 
partment and receive an entry blank. 
All words, according to the rules, must 
be of four letters or more and no proper 
names are permissible. In addition, a 
statement of not more than 30 words 
must be written explaining “why you 
like to buy Weatherbird shoes from 
Krauss.” Entries must be delivered in 
person before 5.30 p. m. on Dec. 6. 

Fourteen prizes, from a de luxe bi- 
cycle to a combination pen and pencil 
set, will be awarded. 


Conrad G. Smith 


CUMBERLAND, Mp.—Conrad G. Smith, 
owner and operator of Smith’s Tender 
Feet Shoe Shop, here, for more than 
50 years, died at his home at Cumber- 
land, recently at the age of 79. 

A shoe man by trade, Mr. Smith 
spent over 57 years in the shoe busi- 
ness, the last 50 in the retail end. He 
retired from active business in March, 
1936, and since that time the business 
has been carried on by his two sons, 
G. Albert and Otto C. Smith. 


Shoe Department Enlarged 


ATLANTA, GA—The Nettleton Shoe 
Department, at Zachry’s, well-known 
Atlanta men’s wear store, has been 
temodeled and enlarged with the recent 
remodeling of the firm’s main floor. 


Shoe Retailers Report 
Business Gains 


WORCESTER, Mass.—Despite the slow- 
ness in local industrial plants of this 
city and despite the fact that retail 
sales here have been running about 
even with last year, shoe retailers re- 
port gains in volume and profits. 

At the C. T. Sherer Co., large de- 
partment store, A. H. Witt, manager, 
reports an increase of nearly 35 per 
cent in the sale of men’s and boys’ shoes 
with a 25 per cent increase in misses’ 
and children’s shoes. 

In spite of the fact that September 
is not considered a rubber month, rub- 
bers at Sherer’s chalked up an increase 
of more than 200 per cent. Mr. Witt 
believed it was possible to sell more 
rubbers during that month and he set 
up a display in the department. Sales- 
persons were told to talk up rubber 
sales and to try to sell a pair of rub- 
bers with each shoe sale. Without any 
further publicity, the thing went over 
more successfully than Mr. Witt had 
anticipated. 

Arthur A. Roberge, assistant buyer 
for the shoe department of Denholm 
& McKay, reports a good increase in 
the department’s line of three and 
four dollar women’s shoes which were 
put in about a year ago. The previous 
low price was $5.85 and the manage- 
ment has realized a steady sales gain 
for the new lines. 

While Morse’s Shoe Store has no 
previous records by which to judge 
the sales trend, since it opened in 
March of the present year, Murray 
Brownstein, manager, reports that he 
is now selling more better grade shoes 
which he considers an indication that 
money is more evenly distributed than 
previously and that people are spend- 
ing more freely. 

The Empire Shoe Co., owned by the 
John Irving chain, also has no previous 
records for comparison since the new 
management took charge during the 
past year, although Manny Cohen, man- 
ager, reports a “good increase” since 
taking charge of the store. This store 
reports a good increase in its hosiery 
business, the price range running from 
49 cents to 99 cents. 

Fred L. Thomas, manager of the 
shoe department at Barnard, Sumner 
& Putnam, reports the shoe business 
making steady gains with a marked 
increase in the children’s section. 


Bullock Enlarges Men’s 


Department 


Los ANGELES, CALIF. — The men’s 
shoe department in Bullock’s Seventh 
Street store has been moved and en- 
larged. Now the location is directly op- 
posite the men’s furnishing section in 
the men’s building which is a most ad- 
vantageous spot. A four-column ad- 
vertisement backed up the department’s 
opening. This announcement featured 
the four lines of shoes carried. 


Stacy-Adams Rearranges 
Territories 


BROCKTON, Mass.—The Stacy-Adams 
Company, manufacturers of men’s high 
grade shoes, announces a rearrange- 
ment of its selling territories which is 
designed to better its service to retail 
merchants who handle the Stacy lines. 

The Mid-West territory, including 
Cleveland, Detroit and Chicago, for- 
merly handled by Halsey Elwell, who 
has resigned, will be taken over by 
B. H. Cort, president of the company 
and too well known to need introduc- 
tion. The states of Ohio and Indiana 
will be covered by William H. Larkin. 
Carl Merrill, in addition to the South, 
will also travel Pennsylvania, New 
Jersey and Maryland. New York City 
proper will be covered by John Mc- 
Elaney, vice-president and general man- 
ager of the company, and widely known 
as an executive salesman of unusual 
ability. 

Mr. Elwell, who has no immediate 
plans for the future, will take a well- 
earned rest for a time before making 
another connection in which his knowl- 
edge of shoes and how they should be 
merchandised can be brought into full 
play. 


George F. Johnson Celebrates 
81st Birthday 


ENpicoTT, N. Y.—George F. Johnson, 
chairman of the board of the Endicott- 
Johnson Corporation, celebrated his 
8ist birthday on Friday, October 14. 
Thousands of workers in the various 
E-J factories and scores of his friends 
gathered at Johnson Field in a surprise 
celebration to honor Mr. Johnson. 

Speaking to the assembled throng, 
Mr. Johnson said, “Fellow workers and 
friends, you have honored me on many 
similar occasions, and I wish to express 
to you today my gratitude for this 
splendid celebration which you are giv- 
ing me on my 81st birthday. 

“Time has given me 81 years, most 
of which I have spent in your service 
and in your lives, working for you peo- 
ple and with you people. Forty years 
of this time was spent at the bench, 
making shoes the same as you are do- 
ing, and by that experience I have 
come to know and love the working 
people. 

“During my long career, I have been 
stepping along down the lane side by 
side with armies of shoe workers and 
tanners, and I am going to continue 
stepping down the lane until that lane 
disappears.” 


Adams Slipper Co. Moved 


WessTer, Mass.—Work has been 
started removing the equipment from 
the Adam Slipper Co. in Worcester to 
the B. & W. Footwear factory in North 
Webster. The company employs ap- 
proximately 100 persons at capacity 
and will require three or four weeks 
to be installed here. 





PATENT AND SUEDE MULE 


4880 
SATIN BACK STRAP 


> The mule is of suede and patent leather 
with wide perforated cross straps—the 
back strap model of Skinner's satin 
trimmed with silver or gold. Available 
in all authentic colors and shades. A 
and C widths. Oak leather soles and 


covered 


> Priced to retail at $3.00. Other wom- 
on's styles $2.00 to $4.50. 


> The advance sale of these patterns is 
forecasting their popularity. 


ASK FOR OUR NEW “VOLUME 
( 38" CATALOG — illustrating 


a 
j 


SWAN SHOE COMPANY 


AIKEN STREET 
at. 1e).420,. 0. 4.044.-%, 1°. 
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Marott Store Broadcasts to Customers 


Indianapolis, Ind.—Marott’s Shoe Store recently installed a system for intra- 

store broadcasting. The system has many advantages and is used for the daily 

sales talks, special announcements of sales, and personal talks by George Marott 
to the store’s employees. 


The system has sixteen loud speakers placed advantageously in all parts of the 

building. Special talks every half-hour are broadcast from the publicity office 

to the different departments during special sales, reminding patrons of the money 

saving offers in various sections of the store and what is going on in all depart- 
ments. 


The system was especially built for the Marott establishment and its advantages 

are wide and far reaching, and a decided step in the march of progress for which 

this store is well known. Frank North, publicity director, is the official news- 
caster and is seen with George Marott making the first official broadcast. 








Cincinnati Shoe Men 
Form Club 


CINCINNATI, On10—The official open- 
ing of the Queen City Shoe Club of 
Greater Cincinnati was held on Thurs- 
day evening, September 22. 

The club membership is comprised of 
well over a hundred shoe men including 
manufacturers , jobbers, retailers, as 
well as representatives from companies 
associated with the shoe industry such 
as pattern makers, last makers, and 
findings companies. In addition to these 
regular members there are a good num- 
ber of associate members who are 
traveling representatives of shoe com- 
panies and who reside outside of 
greater Cincinnati. 

This meeting was the first held in 
the new club rooms at the Netherland 
Plaza Hotel. After a short business 
meeting presided over by President E. 
C. Horn, in which the purposes and 
intentions of the club were outlined, a 
social evening followed. 

It is the purpose of the Queen City 
Shoe Club to form a closer relationship 
among the various members of the shoe 
industry to the mutual benefit of the 
entire industry and to give shoe men an 
attractive club where they may meet 
for any discussion relative to the shoe 
in q 
The club rooms are located on the 
third floor of the Netherland Plaza 


Hotel. This corner suite covers over 
one thousand square feet, looking out 
over the Race and Sixth Streets corner. 
The suite has been beautifully deco- 
rated and it is the intention of the of- 
ficers to increase the number of rooms 
as the club grows. 

The interest both among the Cincin- 
nati shoe men and the traveling men 
who are often in Cincinnati has been 
very great, and it is the belief of all 
the members that the Queen City Shoe 
Club will soon be the outstanding shoe 
club in the country. 


New Chandler Shop on Coast 


Los ANGELES, CaLiIr. — The new 
Chandler shoe store, operated by Edison 
Bros. of St. Louis, opened here on 
Oct. 15 at 512 West Seventh St. It pre 
sents a most striking appearance with 
its white marble front and raised brass 
name letters over the door. For th 
opening trim, the windows were al! 
done in white backgrounds and floor 
ings. 

This new store is modern, luxurious 
and comfortable. It has twice the shop 
ping and seating space of the forme 
location on Seventh Street. Prices i 
conformance with all other Chandle 
shops are from $2.98 to $4.98. Larg 
six-column advertisements announce: 
the store’s opening, which was most 
successful. 
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Shoe Men Hold Golf Tourney 


McCSHERRYSTOWN, Pa. — Seventy-five 
members and guests of the Central 
Pennsylvania Shoe and Leather Asso- 
ciation held a golf tournament recently 
on the course of the Schuylkill Country 
Club, at Schuylkill Haven, Pa. The 
tournament was followed by a dinner 
served in the club house which was at- 
tended by about one hundred and twen- 
ty-five men. 

Golf players were put into four 
classifications in accordance with their 
handicaps, the winners in these four 
classes being R. S. Pitts, Willis Alten- 
derfer, Jack Spiegel and J. W. Shank. 
Top men in other sports such as put- 
ting, lowest No. 3 long hole score and 
horse shoe pitching were R. L. Styles, 
Mel. Bamford and “Bill’’ Smith. Top 
guest prize went to F. B. Keller; boobie 
prize to Earl Schlotterback; and stub 
prize to Joseph M. Bradley. 

New officers and directors of the as- 
sociation include: 

President, L. V. Hershey, Hagerstown 
Shoe and Leather Company; vice-pres- 
ident, H. E. Snayberger, Walkin Shoe 
Co.; treasurer, T. F. Carfagno, Cannon 
Shoe Co.; Secretary, O. W. Dellinger, 
Hagerstown Shoe and Leather Co. 

Directors: W. L. Altenderfer, W. D. 
Byron & Sons; J. M. Bradley, Me- 
chanicsburg, Pa.; L. E. Beaudin, Beau- 
din Shoe Co.; C. T. Devine, Devine & 
Yungel; Nat Fein, Fein and Glass; 
E. S. Gerberich, Gerberich-Payne Shoe 
Co.; L. M. Keith, V. and F. W. Filoon 
Co.; J. M. Murrow, Philadelphia; Hy- 
man Muskin, Muskin Shoe Co.; H. E. 
Rohrbach, Eby Shoe Co.; E. H. Wolf, 
Philadelphia; and J. P. Yungel, Devine 
& Yungel. 


Schwibner Now With 
Gordon Shoe Co. 


New York—‘“Artie” Schwibner has 
resigned from The Arrow Shoe Co., 
Inc., with whom he has been associated 
for the past six years, to take a post 
with The Reuben Gordon Shoe Co., Inc., 
of Philadelphia, Pa. 

Mr. Schwibner is well known for his 
activity with The Shoe Club of New 
York of which he is an officer. He will 
cover the trade from St. Louis east, 
and when not traveling, will make his 
headquarters in New York room 511, 
Marbridge Building. 


New Shoe Factory Opened 


Str. Louis, Mo.—To the swing of a 
local band on a Saturday night late in 
September, the opening of the Kopman- 
Woracek Shoe Company’s new factory 
at Flat River, Missouri, took on a 
carnival aspect. The local newspaper, 
Lead Belt News, recorded the event as 
having attracted the largest crowd ever 
assembled in Flat River, estimated at 
well over 2000. 

A few months ago, Joe E. Woracek, 
formerly a director of Hamilton-Brown 
Shoe Company, in association with 


WORLD'S LONGEST 
WEARING HEEL... 


STA-TITE 





PANTHER PANCO CO. 


CHELSEA, MASS. 





brothers Joseph W. and Ely Kopman, 
formed the new shoe company. The 
Kopmans are retail grocers. Their selec- 
tion of Flat River for the location of 
their factory was largely influenced by 
the activities of the Flat River Indus- 
trial Corporation, an organization of 
the town’s leading citizens interested 
in attracting new industries. Under 
an annual payroll agreement, the Kop- 
man-Woracek Shoe Company plans to 
employ between 300 and 400 shoemak- 
ers. Cutting got under way last week. 
They will make popular-priced, low 
heel welts for women. 


Craddock-Terry Celebrate 


50th Anniversary 


RICHMOND, VAa.—John W. Craddock 
celebrated recently, along with 3,000 
employees, the 50th anniversary of the 
founding of the Craddock-Terry Com- 
pany at Lynchburg, Va., one of the 
largest shoe manufacturers in the 
south. 

When Mr. Craddock, who is in his 
70th year, came forward to receive a 
handsome engraved silver token of the 
esteem and devotion with which he is 
held, the thousands of his fellow work- 
ers, assembled in the city armory, 
arose to their feet and gave him a 
standing ovation. 

In turn, the captain of Lynchburg’s 
shoe industry gave-them an apothegm 
by which to go in their daily tasks. “In 


every product its priceless ingredients 
are the honor and integrity of its 
maker,” he said. 

“At Craddock-Terry the employees 
are the makers of shoes,” Mr. Craddock 
said, “not the superintendent or plant 
officials.” He expressed the hope that 
their aim will continue to be the pro- 
duction of fine merchandise. 

The occasion for these remarks was 
the annual rally of the Craddock- 
Terry Co-Operative Association, over 
which John L. Fitzgerald, the asso- 
ciation president, presided. 


Reports Favorable Business 


New York—lIke Gutenstein, repre- 
sentative of S. Rauh & Co., manufac- 
turers of men’s spats, and who has 
more recently joined the Danvers Shoe 
Co., Inc., Manchester, N. H., repre- 
senting their line of men’s slippers in 
this area, reports business as definitely 
on the uptrend. His sales for Christ- 
mas business this year, he states, are 
continuing strong and he looks for an 
excellent holiday selling period on the 
part of the retail merchants. 


Bernstein Convalesces 
from Illness 


Cuicaco, ILL.—Joe Bernstein, popu- 
lar member of Chicago Shoe Travelers, 
is recuperating from a serious illness 
at his home. 
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Pollock Managers Meet 


ASHEVILLE, N. C.—A regional meet- 
ing of managers of the Pollock’s shoe 
store chain was held here recently 
when the business outlook and pre- 
liminary budgeting of early Spring 
requirements were discussed. 

B. A. Pollock, vice-president and 
general manager of the company, was 
in charge of the meeting. Attending 
the session were: C. A. Rhinehardt, 
Asheville; A. G. Liner, Greenville, S. 
C.; W. D. Moorman, Spartanburg, S. 
C.; I. R. Bruno, Charlotte; Gordon 
Matlock, Charlotte; Sam Brown, Win- 
ston-Salem; J. L. Livingston, Raleigh; 
L. W. Holmes, Greensboro; Murray 
Kaye, Columbia, S. C.; Sidney Good- 
man, Knoxville, Tenn.; W. M. Brad- 
ford, Chattanooga, Tenn.; and Charles 
Kartus, Asheville. 
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Specializes in Mexican Imports 

NocGaLes, Ariz.— The National Im- 
porting Co. has recently been formed 
and will specialize in dealing in 
Mexican-made huaraches, woven ox- 
fords and Mexican novelties of all 


SAMUEL CAPIN 


kinds. This is the wholesale division 
of Capin’s Department Stores, Inc., of 
this city. All merchandise, including 
complete stock of huaraches, will be 
carried and shipped to American and 
foreign customers direct from Nogales, 
thus doing away with the many import 
difficulties experienced by the occa- 


GEORGE R. RULE 


sional importer. Permanent sales offices 
will be maintained at 1011 Broadway 
Arcade Building, Los Angeles. 

Sam Capin and George R. Rule, asso- 
ciated with the National Importing 
Company, have just returned from a 





STOCK NO. 462 


TODAY'S 
; BABIES ARE .. 
TOMORROW'S CUSTOMERS \ 
Many thousands of them, wear- 
ing Mrs. Day's Ideal baby 
shoes, are—as they grow up— 
logical prospects for Flexible 
Herd les (2-8) by the 
same manufacturer. These 
babies represent a power- 
ful ready-made market 
to alert merchandisers 
of juvenile footwear, 
for which Mrs. Day's 
specialized line of 
little shoes is “open 
sesame.” 


MRS. DAY’S 
IDEAL BABY : 
SHOE CO. : 
DANVERS, MASS. ue 
_ FLEXIBLE sotes 


trip to Mexico where they completed 
arrangements for the using of new 
American lasts and patterns with the 
various factories that are to supply the 
needs of the importing company. 


Michigan Travelers 
to Hold Party 


DetrRoIT, MicH. — The wives and 
daughters of members of the Shoe 
Travelers’ Club of Michigan are to be 
guests of the club at a Halloween 
Party to be given at Northwood Inn. 
There will be a dinner, with entertain- 
ment and dancing and favors for the 
ladies, according to F. J. McCloskey, 
president. 

The committee in charge of the pro- 
gram consists of M. Cantor, Simplex 
Shoe Co.; Al Cattell, Gebrich-Payne 
Shoe Co.; Lou Hall, Hamilton-Brown 
Shoe Co.; R. W. Jensen, New Way Shoe 
Co.; Sam Kane, Bates Shoe Co. 


C. M. Percy Named 
Shoe Buyer 


DAVENPORT, IowA—C. M. “Jack” 
Percy has come here from Higbee’s 
shoe store, Cedar Rapids, Iowa, to be- 
come manager of the shoe departments 
at the Petersen Harned Van Maur de- 
partment store, succeeding C. H. Con- 
ner who is opening a store of his own 
in the city. 
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Retail Sales Increase 
in September 


MILWAUKEE, Wis.—Retail activity in 
Milwaukee advanced seasonally 25 per 
cent during September over the pre- 
ceding month and held the gains made 
in August in the comparison with 1937, 
according to the research bureau of the 
Association of Commerce here. 

Sales of men’s and women’s shoes 
were reported brisk, with credit buying 
making further gains, according to the 
credit bureau of the Association of 
Commerce, though it fell off slightly 
from that of a year ago. In September, 
the bureau handled 12,950 reports 
against 10,615 for August and 13,043 
for September of last year. 

Shoe production in 52 Wisconsin fac- 
tories for August, according to the As- 
sociation of Commerce, was up 4.8 per 
cent from 1937, the first gain over the 
same month in the preceding year since 
July, 1937. August production also 
registered a 46.5 per cent gain from 
July with 1,561,956 shoes manufactured 
in these plants in August this year 
against 1,490,420 for the same month 
last year. 


B. L. Hopper Joins Winthrop 


St. Louis, Mo.—B. L. Hopper, who 
for the past eight years has been asso- 
ciated with the Florsheim Shoe Co. 
covering the Southeast, has recently 
joined the sales force of the Winthrop 
Shoe Co., St. Louis. Mr. Hopper will 
cover the states of Louisiana, Missis- 
sippi, Alabama, Florida, Georgia, North 
and South Carolina and Tennessee. 

Mr. Hopper’s experience in men’s 
shoes covers the past fifteen years. He 
is a native of the Southeast. Therefore, 
his many friends in the retail trade in 
this section will wish him well in his 
new business association. 

Harry Moss of the Winthrop sales 
force formerly covered most of the ter- 
ritory Mr. Hopper is to take over. Mr. 
Moss is moving north and will cover 
the states of Illinois, Indiana, Michigan, 
Minnesota, Wisconsin, Ohio, Kentucky, 
Virginia and West Virginia for Win- 
throp. 


Display Men to Convene 


in New York 


Sr. Louis, Mo.—With several cities 
bidding vigorously for the 1939 Con- 
vention of the International Associa- 
tion of Display Men, the die has been 
cast in favor of New York City, it is 
announced by I. A. D. M. headquarters 
in St. Louis. “The World’s Fair, with 
its highlighting and dramatizing of 
merchandise presentation, its opportu- 
nities to study the newest trends in 
decoration, proved an irresistible draw- 
ing card,” explained Syl C. Rieser, 
Managing director of the Association. 

Convention dates are given as June 
25-29, 1939. The Hotel Astor has been 
chosen as headquarters for conference 
Meetings and the annual exposition. 
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“Feather-Eze” 
anatomically correct . . 


‘Hands off my feet—Please”’ 


*SE/NRESTRICTED freedom of 
action is essential in the develop- 
ment of a baby's foot.” 

So say physicians who also say 
“Feather-Eze” Shoes permit 
such freedom and are therefore 
glad to recommend them. Mer- 
chants who carry “Feather-Eze” 
Shoes are profiting by this en- 
So can you! 


eatin Eye 


By WATERBURY 


dorsement. 


go 


* Registered U. S. Patent Office 


THEY TWIST 


Shoes are extremely flexible . . . light in 
. specially designed and 


In white elk, unlined boots and ox- 
fords in pattern illustrated. Sizes: 2 


to 8: Bto E. 
Also, in white elk and white suede 


boots and oxfords, 
Sizes: 2to 8; B to E. 


lined, plain toe. 


Send for Folder and Price List 


S. WATERBURY & SON CO. 


QUALITY FIRST SINCE 1820 


62 SCHENECTADY AVE. 


BROOKLYN, N. Y 





C. A. Treber, of the General Electric 
Company of New York City, will serve 
as convention chairman. He will be 
assisted by members of the Interna- 
tional Display Executives’ Association 
and the Men’s Display Guild, both or- 
ganizations being New York City affili- 
ates of the I. A. D. M. Definite as- 
signments on committees have not yet 
been announced. 


Hanover Opens Cleveland 
Store 


CLEVELAND, OHIO—A second Han- 
over Shoe Store was opened at 749 
Euclid Avenue recently, handling the 


regular Hanover line of men’s and 
boys’ footwear. The store offers open 
stock shelves, hopper seats and mod- 
ernistic lighting. The front is un- 
usually attractive in black porcelain 
enamel with maroon base stripe and 
polished aluminum trim. Large block 
letters in buff porcelain spell out the 
words “Hanover Shoes” across the top. 
Display windows are located on both 
sides of the entrance. 

William Leeds, former manager of 
the Hanover store at 530 Superior 
Avenue, has been placed in charge of 
the new store. Jack Jackson is his 
assistant. Joseph Meehan, formerly 
with Hanover in Columbus, is now 
manager of the other Cleveland store. 





Turn Shoes 


KUSH-IN-EZE 
HAND TURNED FOOTWEAR 
IM STOCK 








Dancing Shoes and Taps 


FLEXIBLE TAP DANCING SHOES 
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DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Il. 

October 24, 25, 1938 


Spring Opening Shoe Fashion Guild of 
America, New York City 
November 14, 15, 16, 1938 


Shoe Manufacturers’ Spring Opening, 
E. A. Richardson, Manager, Hotel 
New Yorker, New York 
December 4, 5, 6, 7, 1938 


National Shoe Fair, Hotel Stevens 
Chicago, Ill. ....January 3, 4, 5, 6, 1939 


Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January 8, 9, 10, 1939 


Northwestern Shoe Retailers Associa- 
tion, Annual Convention, Hotel St. 
Paul, St. Paul Minn. 

January 8, 9, 10, 1939 


Charlotte Shoe Fair, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
January 8, 9, 10, 1939 


17th Annual Boston Shoe Show and 
Convention, Hotel Statler, Boston, 
BD, cc ccbdcstncs January 9, 10, 11, 1939 


Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 

January 15, 16, 17, 18, 1939 


16th Annual Shoe Buyers’ Week, In- 
diana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, Ind. 
January 15, 16, 17, 1939 


Southern Shoe Exposition, E. A. Rich- 
ardson. Manager, Tutwiler Hotel, 
Birmingham, Ala. 

January 15, 16, 17, 1939 


Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 

February 12, 13, 14, 1939 


Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 


Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 

June 12, 13, 14, 1939 








Paul Kirsh Promoted 


Los ANGELES, CaLir. — J. Walter 
Schneider, president of the J. W. Robin- 
son Co., announces new buying and 
management responsibilities have been 
given Paul Kirsh, shoe manager for the 
third floor shoe salon and first floor 
men’s shoe departments. Starting 
October 15, Mr. Kirsh will buy and 
manage the Collegian and children’s 
shoe departments in addition to the 
other mentioned shoe sections, thus 
bringing all shoe activities in Robin- 
son’s under his personal direction. 

Since Mr. Kirsh assumed manage- 
ment of the men’s shoes several months 
ago, this department has been making 
steady and healthy gains, particularly 
in the top grades. 


SKI BOOTS 


New Catalog 
Just off the press 


Priced to retail from 
$3.50 to $15.00 


SNOW BOOTS 


36 STYLES 
IN-STOCK 
Priced to retail from 
$2.50 to $6 


Newspaper Mats Furnished with orders 
N. Y. office, 402-404 Marbridge Bids. 


A. SANDLER CO. 














Vamos Completes Arrange- 
ments for New Factory 


New York — Alfred Vamos, noted 
designer, “Lastex” specialist and in- 
ventor of stretchable leather, has just 
returned from St. Louis, where he com- 
pleted arrangements to open a branch 
factory for the processing of his 
leather. 

The St. Louis branch will be operated 
independently of the New York factory 
through a company incorporated by Mr. 
Vamos, under the name of Alfred 
Vamos & Son. Mr. Vamos’ son, Andrew 
Vamos, will be president of the new 
organization. 

The opening of the St. Louis plant 
was in response to requests for such a 
move on the part of a group of large 
St. Louis shoe manufacturers, who are 
planning to use stretchable leather in a 
very large way. The new plant will 
have a capacity of sixty to sixty-five 
thousand skins a week, and in it will 
also be carried stocks of the various 
“Lastex” shoe materials for which Mr. 
Vamos is sole selling agent. 


Stegeman Opens Own Store 


EVANSTON, ILt.—Paul Stegeman, who 
was formerly with Foster Shoe Com- 
pany, has gone into business for him- 
self. He has opened a high grade 
children’s shop at 1516 Sherman Street, 
in this city. 
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Square Toes Popular 
in Denver 


DENVER, CoLo.—Denver shoe dealers 
report universal and immediate ac- 
ceptance of the square-toe model, built 
on high walled last, in smooth and 
rough leathers on every college campus. 
Contrary to the original outlook, in- 
troducing this high style required no 
particular promotion or advertising, as 
was expected necessary. The model 
caught on at once with two local uni- 
versities with large student bodies, 
and has spread over the state in a 
few days. 

Fontius’ sold several hundred pairs 
during matriculation week, according 
to reports, and reception elsewhere was 
equally good. Denver University has 
begun a “Campus Clothing” publica- 
tion which played up this shoe strongly 
to around 6000 students, and featuring 
dozens of footwear styles after the 
manner of “Esquire,” produced a grati- 
fying volume of sales in extreme new 
sports footwear. 

Also included in the university pub- 
lication is a page of evening styles, 
including co-ed’s slippers. The more 
popular colors are burgundy, wine, and 
deep blues, with suedes in. the new 
elastic gripper pump leading the pa- 
rade. 


Committees Appointed 
for Michigan Show 


Detroit, MicH. — Very elaborate 
plans are being made for the Michigan 
Annual Shoe Fair to be held at the 
Statler Hotel, Detroit, in January, 
which gives every promise of being the 
largest shoe fair ever held in Michigan. 
Herman Meyer has been reappointed 
general chairman for the Shoe Travel- 
ers, to cooperate with Clyde Taylor, 
who is chairman for the Shoe Retailers. 
Further committee appointments are 
Herman Schwartz, of International 
Shoe Co., chairman of the program com- 
mittee, and Bruce Deckman, of Crad- 
dock-Terry Shoe Co., to assist Mr. 
Meyers on the General Committee. 


Harry Pohl with Silverwood’s 


Los ANGELES, CaLir.—In appointing 
Harry Pohl as manager of the men’s 
shoe activities in the several Silverwood 
stores, general manager George B. Land 
said: “It is a pleasure to announce that 
Harry Pohl has been appointed man- 
ager and buyer of Silverwood’s shoe 
department. We consider Mr. Pohl, 
who was formerly manager for the 
Florsheim Shoe Co., one of the most 
qualified and best informed shoe men on 
the Pacific Coast.” Pohl gained his 
ground work as a first rate shoeman as 
a result of his eleven year connection 
with the Gude Shoe Store. 


Fire Damages Shoe Plant 


AuBuRN, Me.—Fire of undetermined 
origin Oct. 13 caused an estimated 





Evans 


The Most Complete Line of Men’s Slippers 
Genuine HAND Turned 


Evans Slippers are distinguished for their fine materials, excellent work- 
manship, and smart styling. Their designs—original creations by Evans— 
have been widely imitated . . . their quality never. Evans supports its 
dealers with national advertising . . . a large in-stock department . . . and 
a broad and liberal range of prices. More and more shoppers are insisting 
on Evans as their guide to the best in men’s slippers. Write for catalog. 
L. B. Evans’ Son Co., Wakefield, Mass. 


Style 1305 


Style 1305—Tan Kid Opera 
(also in other colors) 
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Style 1505 


Style 1505—Tan Kip Opera 
(also in other colors) 








$1,800 damage to the Venus Shoe Com- 
pany plant here. 

Auburn fire department, aided by a 
Lewiston unit, had difficulty gaining 
an entrance to the section of the build- 


ing in flames. 

The building suffered the greater 
part of the damage, together with bales 
of scrap leather, shoe racks and odd 
pieces of machinery. 





Emporium Shoe Department Remodeled 


Jackson, Miss.—The newly-modernized shoe department of The Emporium has 
been enlarged by twenty additional chairs and has a special men’s section in- 


cluded in the new layout. 


maple with chairs, stools and cabinets of the same material. 


The entire department has been paneled in natural 


Upholstery and 


draperies are of Teal blue with the carpeting in a biscuit color. The new display 
cabinets are fitted into the wall and the shoe cartons are of Teal blue in harmony 


with the color scheme of the department. 


H. P. Walker is manager of the shoe 


department. 








Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
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T. NATHAN 
138 Lincoln St., Boston, Mass. 
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HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears.Write for 
Catalog of Shoe Store Equipment now. 


HOWELL Siiiner: 








Obituaries 


Charles F. Goller 


Boston, Mass.—Charles F. Goller, 
well known throughout the country as 
a shoe designer and style authority, 
died recently at his home, 250 Com- 
monwealth Avenue, this city. During 
the course of a long and active career, 
he was associated with firms in Lynn, 
Brockton and Chicago, being best 
known, probably, as a result of his 
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connection with the A. E. Little Co. 
He was 77 years of age. 

Funeral services were participated 
in by members of Aleppo Temple, of 
which he was a member. He is sur- 
vived by his widow, Mrs. Myrtle M. 
Goller; two brothers, Harry H. and 
Harris A. Goller; and one daughter, 
Mrs. Frank W. Adams, all of Boston. 


Hamilton A. Moore 


Boston, Mass.—Hamilton A. (Ham- 
my) Moore, for thirty years connected 
with A. F. Gallun & Sons, Inc., as 
office manager of their Boston sales 
headquarters, died recently, at the age 
of 64. 

Mr. Moore, prior to his association 
with the House of Gallun, was con- 
nected with the American Oak Leather 
Company and E. C. Mills Leather Co. 

Hammy, as he was familiarly known, 
had a host of friends in the shoe and 
leather industry and was noted for 
his friendliness and loyalty to his 
employers. 


Jacob Nobil 


AKRON, OHI0O—Jacob Nobil, 70, pres- 
ident of the Nobil Shoe Co., retail shoe 
store chain, died October 13 at his 
home, having been in ill health for 
about four months. He opened his first 
shoe store in 1890 at Norwalk, Ohio, 
and expanded the business to its present 
size, with stores in most of the prin- 
cipal cities in the Middle West. Born 
in Russia in 1868, he came to this coun- 
try as a youth. After residing in Phila- 
delphia for several years, he moved to 
Norwalk. He had lived in Akron since 
1905. His wife and four sons survive. 


Louis P. Baker 


Pgeasopy, Mass.—Louis P. Baker, 66, 
life-long resident of this city and for- 
mer head of the J. H. Baker Shoe 
Company of Peabody, died October 6 
at the Beverly Hospital after a brief 
illness. Funeral services were held 
October 9 at his home. 

Mr. Baker was a member of the 
Liberty Lodge of Masons and Aleppo 
Temple of the Mystic Shrine, Bass 
River Lodge of Odd Fellows, Beverly 
Republican Club, Beverly Square and 
Compass Club, Salem Country Club, 
Dane Street Congregational Church, 
Beverly cemetery commission and a 
director of the Beverly branch of the 
Society for the Prevention of Cruelty 
to Children. 


Phillip Karl 

PHILADELPHIA, Pa.—Phil Karl, for- 
merly shoe buyer for Montgomery 
Ward for more than 25 years, died re- 
cently at his residence in this city at 
the age of 68 years. 

Mr. Karl was a well-known figure in 
the shoe field all over the country and 
be had many friends in all phases of the 
industry. 





Good materials mean good workman- 
ship. Ask for processed fabrics made 
from Buck Creek Flannels. Their ten- 
sile strength is greater —their even 
nap takes a smoother coating. Com- 
biners have consulted us on their fab- 
ric problems for 25 years. Let our 
experience be your advantage. 


SELLING AGENTS: 


LW. Volentine bs 


40 WORTH STREFT. NEW YORK, WN. Y. 


NEW ENGLAND REPRESENTATIVE: 
JOSEPH S. CALIGA 





10 HIGH STREET, BOSTON, MASS. 














Louis Sax 


MILWAUKEE, Wis. — Louis Sax, 78, 
father of Marcus and Isadore Sax, 
owners of Sax Brothers, local leather 
and findings firm, was killed by an 
automobile on October 5, while crossing 
a street in Los Angeles. Mr. Sax lived 
in Chicago before establishing a leather 
business in Los Angeles 20 years ago. 
His sons have been leather merchants 
here for 28 years. Burial took place 
in Los Angeles. 





Awarded Safety Plaques 


PORTLAND, ME.— Charles Cushman 
Co., of Augusta, and Merry Shoe Co. of 
Lewiston, received bronze plaques on 
October 20 as group winners of the 
fifth annual state safety contest in 135 
Maine industrial establishments from 
January to June by the Industrial 
Safety Divisions of the Department of 
Labor and Industry. Both shoe com- 
panies attained perfect scores. 


Enlarge Store 


York, Pa—Newswangers, long a 
leader in the field of ladies’ shoes here, 
has enlarged their store and added a 
men’s department, in a section of the 
store completely shut off from the 
ladies’ store and with a separate en- 
trance, right on the square. 
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Make Your Shoe Store a Gift Shop 


[CONTINUED FROM PAGE 19] 


floor of window extending clear across 
the entire length of window. A one-inch 
board one foot in width serves the 
purpose very nicely with the aid of a 
curved section being produced with 
profile board to secure the curved por- 
tion. Additional embellishments can 
be added to any surface of these sec- 
tions as you may see fit. Attention is 
directed to the artistic arrangement of 
artificial holly vines and poinsettias. 

Sketch Two.—The interior of the 
store will be a big factor in the way 
of increasing the Christmas sales pro- 
viding it is dressed up in the proper 
manner, and it doesn’t require any 
great amount of expense to do this pro- 
viding you know how to go about it. 
The accompanying sketch presents a 
simple but practical idea for a center 
aisle unit for featuring special items 
in shoes, slippers, hose, hosiery and 
other accessories. The dimensions of 
sume will have to be governed accord- 
ing to the space you can devote to it. 
By placing the articles on the shelves 
and counter in an orderly manner and 
with a girl in attendance at all times 
to direct the customers to the depart- 
ments in which the goods may be pur- 
chased, you will be able to increase the 
sales in all of these departments. This 
unit can be placed in the center aisle, 
around the store column if the store 
happens to have one, or it can be placed 
in the open aisle up near the entrance 
of the store or department. The con- 
struction is a simple matter, as it is 
made by applying wallboard to a 
wooden frame work of the desired size. 
The shelves are made from %-inch 
white pine boards treated to a paint 
finish. The entire surface of this unit 
is to be painted in a delicate shade of 
green, cream white and silver. A large 
silver and green holly wreath to be 
placed on each side of the booth, with 
the center finished off with a cutout 
of two leaping deer. Note arrange- 
ment of holly sprays and festoons on 
top of unit and column. 

Sketch Three is another unit which 
can be used for hosiery, accessories or 
for an information booth in the front 
of the store during the holiday season. 
The background is made in semi-circu- 
lar design with a top full circular shape 
in order to provide a basis to which 
the lighting unit is attached. The 
whole unit is made by cutting out 
curved wooden framework over which 
thin wall-board is attached. The large 
cylinder spotlight is made in the same 
manner. A small floodlight is then 
placed in the cylinder far enough up 
so that it cannot be observed from the 
eye level so as to throw the light down 
onto the party in the booth which may 
be a beautiful girl in uniform or Santa 
Claus. The cylinder can be decorated 
as shown or in many other ways as you 
may see fit. The circular shaped coun- 
ter fits into the general design of the 


whole scheme. Attention is directed to 
the arrangement of the holly pendants 
and silver stars attached to the back- 
ground. 

“What shall I give him or her?” is a 
question easily answered by this dis- 
play suggestion which will attract any 
shopper who is in doubt as to what kind 
of a gift to purchase for anyone they 
may have in mind. 

Take a large sheet of paper or wall- 
board and rule it off in lines so that it 
will resemble a shopping list sugges- 
tion. Place a red dot at the head of 
each line, then letter the articles which 
you have to offer for appropriate gifts. 
In addition to this, place a card down 
in front of the window near the glass, 
with the wording neatly lettered there- 
on—“He or she will check with these 
GIFTS from our store.” Check marks 
cut from cardboard and placed through- 
out the display will add a great deal 
to the effectiveness of the idea. 


Attractive Displays Increased 
Christmas Slipper Sales 


[CONTINUED FROM PAGE 20] 


the lighter shade on the vertical areas. 
The choice of deep ivory was made as 
a most fitting background for all types 
of slippers and shoes. Green raised 
letters, pasted on the lighting trough, 
spell out “Slipper Shop,” “Evening 
Sandals,” or other desirable labeling. 
The whole effect is light, cheerful and 
buoyant—a decided lure to prospective 
customers. 

The first of the three sandal bars 
was placed in service for the exhibition 





New Store in England 


by Geo. E. K British Stores, 
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of Summer sandals. Results were very 
satisfactory and, as the season changed, 
evening sandals were given the play. 
A fine display of attractive colors and 
patterns in prices from $6 to $21.75 
was featured through the holiday 
season. 

Just before Thanksgiving two more 
sandal bars of the same design were 
made up and installed for Christmas 
slipper promotion. One of the bars was 
devoted to a price range of from $3.95 
to $12.50; the other to merchandise 
priced below $3.95. The unusually large 
display space permitted the showing 
of every style of slipper in all colors. 

Hitherto slippers had been shown 
on tables without any special drawing 
power. The turn to gay display bars 
was an innovation. They brought im- 
mediate action and the December slip- 
per business showed a 44 per cent in- 
crease over the same period of the 
year before. 

Following the holiday period Mr. 
Page shifted his arrangement. One of 
the bars was placed in the children’s 
department for the exhibition of grow- 
ing girls’ shoes, where style would play 
a more important part than in the 
younger ranks. The other two remained 
in the regular women’s shoe depart- 
ment on the third floor. One was de- 
voted to evening sandals. The other 
was given over to the May Company’s 
own branded “Surety Six” shoes, priced 
at $6, and the labelling on the trough 
was so marked. These shoes were for- 
merly shown in glass cases where only 
10 or 12 styles could be offered at the 
most. On the display bar at least 50 
styles could be presented. Furthermore 
the merchandise was out where women 
could see and feel it. Women, says Mr. 
Page, like to handle the footwear. As 
a result of changing from glass show 
case to bar display, the department got 
twice the action it did before on 
“Surety Six” shoes. 

The benefit of these open bar dis- 
plays has been plainly evident. The 
two now located in the women’s de- 
partment are in sight of both elevators 
and escalators. They are bright, cheer- 
ful beacons and more than one woman 
has been heard to say, “Let’s see what’s 
over here.” Comments are heard al- 
most daily and people are stopping to 
inspect that seldom ever delayed before 
the glass-covered show case. 

So successful have been the display 
bars in Cleveland that May Company 
stores in other cities have adopted 
them. 


Fred Muse Named 
Shoe Manager 


Union City, TENN.—Fred Muse, 
with 20 years experience in the shoe 
business, has been made manager of 
the enlarged shoe department of Mor- 
gan-Verhines Co., Union City, Tenn. 
He succeeds as manager Harry Hooper, 
who has had 29 years experience in 
selling shoes. Mr. Muse was formerly 
with Burnett’s Brownbilt Shoe Store. 











SRO ER OPE ELE TP? ~ 


Men's Shoes 


eS 1 ee 


“HIGHEST GRADE ONLY” 
BAST WEYMOUTH, MASS. 


—— 


Children's Footwear 


— > 





edicra 
SHOES 


HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 
PEDICRAFT SHOES—Gwansen & Ritner Stes. 
Philadetphia 


ROPR- Bin 


Grnact Shoes 
—— 











Installs Modern Front 


Mason City, Ilowa—The Nichols and 
Green shoe store, 7 North Federal Ave- 
nue, has completed the construction of 
a new structural glass and stainless 
metal front, providing additional win- 
dow display space arranged so that 
redecorating may be done by sections 
and without walking in the display 
area. An offset window permits the 
location of the doorway directly oppo- 
site the central aisle. 
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Plan Early for a 
Merry Christmas Store 


[CONTINUED FROM PAGE 27] 


Post cards can be used to advantage 
if they are interesting. When they list 
a special, they should be catchy and 
colorful; a series of weekly cards will 
serve as a regular reminder where the 
newspaper covers too big an area, mak- 
ing too much waste circulation for the 
store, as in some larger towns. And 
even in the larger town the post card 
will carry the personal message from 
salespeople to their customers, invit- 
ing them to see the gift suggestions at 
the store. For example: 


Dear Madam: . 

How many are there on your 
gift list who would like hosiery for 
Christmas? Quite a few I’m sure. 
And others would welcome equally 
practical gifts such as you will find 
here, including slippers, bags, or 
even a pair of shoes for their 
favorite outdoor sport. All of which 
is a reminder to be sure to visit 
this store soon. I'll be glad to 
show you many gift possibilities if 
you ask for me one day soon. 

Cordially, 
STORE NAME. 


The star motif lends itself readily to 
newspaper advertising, as a border de- 
sign, as decorative “spots” or as the 
outline or shape of merchandise illus- 
trations. The resemblance between the 
illustrations and decorations should be 
quickly apparent—it is similarity that 
gives the “tie-up.” As _ previously 
stated, the newspaper mat services will 
supply designs in stars but they should 
be selected and reserved early to as- 
sure every possible bit of individuality, 
when original art work is not avail- 
able. Remember, however, that a card 
writer or sign man can draw. stars for 
you, from which the cuts can be made. 

Each time an item is featured in an 
ad it should be prominently displayed 
in the window and in the store. The 
ad itself should be placed in con- 
spicuous places about the store, and 
every salesperson should be familiar 
with all of the advertising that is used. 
To some of you such suggestions may 
seem trite, but you would be much 
surprised to discover that many, many 
salespeople I have questioned regard- 
ing advertised items have had either 
a vague idea or no apparent knowledge 
of the ad to which I referred. And that 
has happened in both large and small 
stores. 

If the final link with the customer is 
weak, either through disinterested 
salespeople or lack of a Christmas 
appearance in the store (a frequent 
fault), it means a loss of the time and 
money put into the ads and windows. 
Be sure your holiday campaign clicks 
all along the line. Your merchandise is 
giftable when given the proper setting 
and the proper selling. The stars can 


TRAIL BLAZER 


SALES BLAZER 


THE 


WOC-0-MOC 





Outdoor shoes bring in good profits. Stock 
the Bass Woc-O-Moc and discover this for 
yourself. Source of plus sales to present cus- 
tomers . . . featured in your window, they'll 
open up the avenue to many new ones. Gen- 
uine moccasin construction with single piece 
of soft leather extending around under 
foot. Typical example of what Bass has to 
offer in outdoor shoes, boots, and moc- 
casins. Free catalogue and price list. Write 
now. G. H. Bass & Co., Dept. BS-4, Main 
Street, Wilton, Maine. 


WOC-O-MOC c'v'erss«co 





help here also. Award gold, silver and 
white stars daily during the holiday 
season for first, second and third best 
books made by salespeople in their 
departments, with an after-Christmas 
vacation plus some expense money for 
the Winter, also smaller second and 
third prizes. 


CHRISTMAS AD HEADINGS 


Make your Christmas shopping calm 
and delightful—SHOP EARLY* 
(*and here) 
Shop now for leisurely, comfortable 
selection. 

Gifts that express the true spirit of 
Christmas. 

It’s easy to choose exactly the right 
slipper at (store name). 

Slippers—thoughtful gifts that please 
and serve. 

Man revels in his comfort—give him 
slippers. 

No woman ever had enough stockings. 

Slippers—the gift he will use every day 
in the year. 

Why make gift shopping a task? Here’s 
what we all like to receive. 

Give her slippers in her favorite color. 

Gifts that cannot fail of welcome. 

The Christmas riddle of what to give 
a mar pleasantly answered. 

Gifts that eloquently express your 
good wishes. 

Boys and girls like to dress up and 
show off. 
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Plaiyor” 


WELTS 


GOODYEAR WELT SHOES are readily 
adaptable to the modern platform types 
and provide a wide variety of striking 
effects featuring full platforms with dec- 
orative bindings or beaded welting in 


smart contrasting colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 








WANTED 


Expert shoe salesman for North Carolina City. Must 
modern ideas 


Good 
3 abitity to produce and build. Red ( Dr. 
— A ~ ¢ lity shoes. Give full statis first 
to start. No drifters. 
aan re ps Care BOOT & SHOE . << er 
239 West 39th Street, New York, N. Y. 











SALESMAN WANTED—Capable, thoroughly 

experienced, for volume business in cheap line 
of soft sole bedroom slippers to retail from 29¢ to 
49c. Line especially suitable for chains, mail 
order and large wholesalers. Commission hasis, 
excellent connections desired. Address $990, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, 





ANUFACTURER of men’s American welts, 

$2.00 retailer, opening for salesmen with 
established trade, in different parts of the 
country. Answer giving details. Commission 
basis. Address $996, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 





ELIABLE slipper manufacturer has opening 

for high calibre representatives with absolute 
following of Chains, Department Stores and 
Nail Order Houses. References Required. 
Address $997, care Boot & “x Recorder, 239 
West 39th Street, New York, N. Y. 





LINE WANTED 


Ss ALESMAN—for the Midwest states. Ladies’ 
Novelty shoes to retail at $3.00 and $4.00. 
Nineteen years’ experience on the territory. Best 
of references. Address Dave Russick, 651 46th 
Street, Des Moines, Iowa. 








FOR SALE 


ESTABLISHED shoe store, western Colorado 
town 13,000 population. $6,000.00 Cash will 
buy Stock and Fixtures. Address $995, care 
Boot & rg Recorder, 239 West 39th Street, 
New York, 








MODERN Shoe Store, 100% Location, 50 
miles from New York in resort town. No 
chain competition. Owner has other interests. 
Address $991, care Boot & ql ; ee 239 
West 39th Street, New York, 








OR SALE, LADIES’ AND CHILDREN’S 

SHOE STORE in the heart of Brooklyn, 
N. Y¥. 100% location carrying branded line of 
well known shoes, A-1 Proposition. Party must 
have at least $3,000 or will consider partner. 
Address $992, care Boot & shee Recorder, 239 
West 39th Street, New York, N. Y. 





] NTERESTED in connection with low grade 
shoe manufacturer, communicate with Manuel 
Pérez Garcia, Box 66, San Juan, Puerto Rico. 





ARTNER., Established Shoe Business, New 
York City. Nationally Branded Advertised 
Agency. Required Capital about $3,000 or will 
sell outright. Address $998, care & Shoe 
Recorder, 239 West 39th Street, New York, N. Y. 





POSITION WANTED 





AN energetic young man who has had ten years’ 
experience, finishing lacquered calf skins 
with a reputable firm, desires to make a change. 
Address 2993, care Boot & she  pmeeee 239 
West 39th Street, New York, 

















The Complete Line of 
SHOE 


ORNAMENTS 
AND SPATS 


Buttons and Zippers 

Manolis Manufacturing Co. 

4248 Ne. Crawford Ave., 
Chicago, If. 


HOE Store Wanted: Write full information. 

CASH transaction, if reasonable, will be con- 
sidered. Address $999, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 

















SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 

BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephones WORTH 2-5180-518! 











WE BUY 
Entire or Surplus Wholesale and a 
Stocks. randed Shoes ae 
Walk-Over, Enna-Jettick. ' Vitale 
ity, Arch Preserver, lity, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
IBVIN BRUBIN 
“The House of Jobs”’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 











SHOE ORNAMENTS— 


That Sell 
PUMPS 


Write for an as- 
sorted dozen at 

. leather 
you specify. 


hoe Ornament Mfr. 
OLD “2 CO 











56 E. 13th St. New York City 














MERCHANTS’ NEEDS 





$41.00 


HALF Gross 


Tilts at Any Angle 


Pouy Cup 
for Price Tickets 


M. D. Pollinger Co. 
Holland Bidg., St. Louls, Me. 





address should be counted. 
The rate for all display classified 
Classified advertising 





charge, 75 cents. For all other classified advertisem 
a box number is desired twelve words should be added for the address. In 


CLASSIFIED ADVERTISING RATES 


rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
ents the rate is 7 cents per word. Minimum charge, $1.25. 


advertisements is $5.00 an inch with a maximum of 46 words. 
is payable in advance. 
B® Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@& 


all other cases each word of the 
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MERCHANTS’ NEEDS 








SHU-MAT SERVICE 


ELIMINATE THAT HIGH COST OF 
ART WORK AND CUTS! GET A FULL 
PAGE MAT WITH PROOFS EVERY 
WEEK OF THE VERY NEWEST. 
MOST POPULAR STYLES OF MEN'S, 
WOMEN'S AND CHILDREN'S FOOT- 
WEAR AT A FRACTION OF THE 
ACTUAL COST. 

SEND FOR PRICES AND PROOF OF 
THIS WEEK’S MAT. 


SHU-MAT SERVICE CO. 
188 E. Tewn St. Celumbus, Ohioc 














Editor’s Outlook 
[CONTINUED FROM PAGE 28] 


there is such a term as “mass distribu- 
tion” because if that idea becomes gen- 
eral, the next big battle is to reduce the 
mark-on that now exists between cost 
and selling price. Some speakers in 
public places have already started to 
spout on the pseudo-economics of why 
should the article cost one-third to one- 
half more than its factory cost for the 
“simple” service of retailing. If these 
half-baked economists would only rea- 
lize that retailing is not simple—never 
was and never will be. In fact, it is be- 
coming far more complicated and many 
a “mark-on” is inadequate to compen- 
sate for the risk in style selection by 
the merchant and size service by the 
store. 


Maison Blanche Opens New 
One-Price Department 


New ORLEANS, La.—Maison Blanche 
Co., local department store, has opened 
a new “Sparklette” shop on the first 
floor which features shoes at $3.98. All 
styles in Fall footwear are offered at 
one low price. 

Souvenirs carrying out the “spark- 
lette” theme — lipstick-sized lighters 
—were given with each purchase on 
opening day. 

This bright new shop is on the street 
floor in a section formerly devoted to 
books, magazines and greeting cards, 
which have been shifted to other loca- 
tions. Large-space newspaper adver- 
tising which announced the opening of 
the new shop was addressed to “col- 
legiennes, partygoers, career girls .. . 
and all you who operate on budgets,” 
who were told: “This new street floor 
shop is for you! Here you'll find frivol- 
ous new fashions and enduring classics 

. - in suede, alligator, calf, kid and 
patent; in all colors, all sizes, at one 
modest price.” 

The store’s “Timepay” plan is offered 
to customers buying a minimum of $15 
worth of merchandise. This shop is 
designed to produce quick turnover at 
small markups and to capitalize on im- 
pulse buying by reason of its central 
location. J. Frank Summers, Maison 
Blanche shoe buyer, is in charge. 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








ANDERS 


AC 


TREE 


° 
E 


Easy 
to 
Operate 
Self-Adjusting 


$5 SIZES FIT ALL SHOES 


Send for 30-day Trial pair. 
A. R. ANDERSON & CO. 


Easy 


to 
Sell 





Scholl Shop to Move 


PHILADELPHIA, Pa.—The four-story 
building, 1628 Chestnut St., Phila- 
delphia has been leased by Dr. Scholl’s 
Foot Comfort Shops, Inc., of Chicago. 
After alterations which include demoli- 
tion of the upper floors, reconstruction 
of the front and interior changes, the 
Dr. Scholl retail store now located at 
1106 Chestnut St. will be moved to these 
new quarters, early in November. 


Cleveland Display Club 
Organized 

CLEVELAND, OHI0—Application for 
charter for I. A. D. M. Local Club 
affiliation has been forwarded to Cleve- 
land Display Men, and it is understood 
that this affiliation will take place 
shortly. 

Display men of the city’s large stores 
and display equipment manufacturers 
met at the Hotel Carter recently and 
organized the Cleveland Display Club. 
Its purpose is “to spread the knowledge 
of display principles and functions 
through education and clinical discus- 
sion .. .” and to promote relationships 
in the business. 

Edward A. Osterland, display man- 
ager, William Taylor Son & Co., was 
elected president of the new organiza- 
tion. J. F. Mulcahey, display manager, 
Fred Harvey’s, was made vice-presi- 
dent; Carl W. Schabitzer, Atlas Dis- 
play Products, Inc., secretary; and 
Michael Dai, display manager, Lindner 
Coy, treasurer. 

The following directors were also 
elected: One year term: Chas. A. 
Vanis, Higbee Co.; two-year term: Al 
Paskert, Halle Bros. Co.; three-year 
term: Homer Richards, May Company. 

Forty-eight men attended the first 
meeting. The meetings will be held the 
third Monday of each month at the 
Carter Hotel. The prospective mem- 
bership is eighty. The club will also 
assist civic organizations in promoting 
worthwhile projects and will strive to 
increase the prestige of display men 
generally. 





INCREASE YOUR SALES 


with the original 
SHOE DOCTOR SHRINKERS 


Roller type device 


ADDITIONAL SALES are 





made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fuids, 
give the proper fit to shoes 
which ft large around the 
top. slip at the heel, or gap 
at the sides. Any fullness 
or wrinkles in leather or 
fabric are easily shrunotk 
without barm. 


Pal MO ROS 
$12.50 { 

Curved type tron 
Send your order or write for detail information. 
Special combination offer $25.00 (fluids in- 


cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


| 121 E. Sist Street, Indianapolis, ind. 





EPUPNEDE: 
Shoe Re- Shaping Devices 
Alter Shoes to Fit 
Abnormal Feet 
Make the nece 


fitting adjustments to provide 


foot comfort 





| 
DUNDE SHOE RE-SHAPING DEVICES, INC 


| 


Dayton Shoe Business 


Shows Increase 


DAYTON, OHIO.—With the coming of 
cooler weather and an improved em- 
ployment situation, shoe dealers in this 
city are reporting increases in both 
men’s and women’s shoes. During the 
next two months, it is anticipated sales 
will be boosted considerably. 

During the past month more than 
1,000 persons have been taken from 
WPA rolls and returned to private in- 
custry, and local relief officials believe 
there will be further decreases made 
in WPA and relief roll ranks by next 
February or March if industry con- 
tinues at the rate it is going at present. 

Shoe dealers see a good sign in this 
condition and believe that with the 
return of men and women to their fac- 
tory jobs, it will show a reflection in 
increased shoe sales during the next 
several months. 





